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The NEW CREDIT CONTROLS by Charles W. Williams 
A SUCCESSFUL NEW BUSINESS PROGRAM by Dunlap C. Clark 





An ON-THE-JOB SERVICE for CUSTOMERS by James K. Sanbourne 
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W. J. Capehart, executive vice-president, First 
National Bank, Orlando, Fla., addressing public 
school class in banking— part of a plan sponsored 
by Florida Bankers Association, in which all Or- 
lando banks cooperate. 
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“Customers of 
tomorrow... 


Here’s how some banks 


are building good public 


relations TODAY i 





Trust Company of Georgia Chairman John A. 
Sibley (left) presents Agricultural Award to George 
M. Bazemore, President of First National Bank of 
Waycross, Ga. With award goes $1000 Scholarship 
for a 4-H member. 









The background pattern illustrated here is the famous Hammermill Safety Chainline design. 





je 


Four-year-old “Miss Penny” (above) is featured in 
series of local newspaper ads by The First National 
Bank of Canton, Ohio, to tell the story of the bank’s 
services in “language a child can understand.” 





This complete guidetoArizona, 
issued by the Valley National 
Bank, brought thousands of 
visitors to the state—creating 
good will and future custom- 
ers for the bank. 





For 35 years Hammermill ad- 
vertising has been talking to 
“Customers of Tomorrow.” 
So checks on Hammermill 
Safety paper help promote 
good public relations. 


There are two other pleasing designs to choose from. 
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The New Look 


Strs: Recently we provided the girls 
who work in the lobby and oMeers’ quar- 


ters with new uniform: “:sident George 
Crouch and Executive went Carl 
G. McCrow had..dedide: . ime--ago- 











Like uniform dress 


that, along with our bank modernization 
program, it would be nice to have the 
women on the main floor dressed in uni- 
form. 

Several conferences with fashion experts 
resulted in the decision to purchase the 
Navy blue suits of Weathervane material 
shown in the photograph for summer wear. 
The sleeves are short for comfort and the 
suits are trimmed with smoked pearl but- 
tons. Special suits will also be provided 
for winter. 

The seventeen women who work as 
tellers, as secretaries in the officers’ quar- 
ters and those holding other positions in 
the lobby are highly pleased. 

L. D. Brooks, Vice-president, 

The Union National Bank, 
Charlotte 1, North Carolina 
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Inflation 


Sirs: Our president, Charles A. Tupper, 
has used the old Chinese proverb about 
one picture being worth ten thousand words 
in an original way. 

He was able to obtain a quantity of 
$10,000 notes in the recent Chinese cur- 
rency. One of these notes was included 
with each customer’s statement with a 
card explaining what inflation had done to 
the Chinese dollar. It showed the pur- 
chasing public what inflation can mean. 

H. A. NickeEts, Cashier, 

State Bank of Churchville, 
Churchville, New York 
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Small Bank Earnings 


Sirs: Our article in your August issue, 
“Solving a Small-Bank Earnings Problem,” 
came out at the right time, just before I 
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left to attend a two weeks’ course at North- 
western University sponsored by the 
Financial Public Relations Association. I 
conducted one of the seminars and one of 
the classes on case histories and found a 
great deal of interest in our operations, 
inspired principally by the story. 

e have also received many letters from 
various parts of the country. Most of 
them have requested copies of our annual 
report and further information on our 
farm auction set-up. 

MELvIn F. LANpuHAR, President, 
The Romeo Savings Bank, 
Romeo, Michigan 
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American Way 


Srrs: The response to our recent hen l 
advertising campaign has far exceeded our 
expectations. Approximately 500 letters 
have been received complimenting us on 
the copy and re — reprints and 
—— These letters have come from 

ankers, statesmen, corporation heads and 
utility executives in forty states and three 
foreign countries. 

Many firms have requested reprints in 
great numbers for distribution to -their 
employees in pay envelopes or house organs 
and for display on bulletin boards. Schools 
have requested them for classroom use and 
for displaying on bulletin boards. 

We offered to supply newspaper mats 
free of charge to banks who wished to run 
these ads over their own signatures. We 
have had more than one hundred requests 
for these mats. 

We have mailed out approximately 
9,000 pamphlets containing the entire 










Who has to work 
the hardest for 
his daily bread 
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, 
QuizT that should make 
you feel mighty proud of yourself 


Ut takes the average American worker just 7 minuirs to ears the price of » one 
pound loaf of white bread, made of fire class floor 

And how long do you suppose it takes the average Russian warker te “ara 
enough to bay the same? Cheek ome of these 3 figners 


minnie [7] i minutes [7] 
THE RIGHT ANSWER — whether vou know it, guest it, or read it 
make you feel mighty proud of the may we du things in this ru 
rere eur ecomamu eysirm ders for us than amy other eysiem ders for ary « 











And sll the penple who work at The First Nations! Henk of Chicago feel just 


1M aber ments ace weauladle open —yuens por 
ate i facsorien ofires, shoals and other snesiverwana Addeon Dep 12. 








Popular campaign 


series, and the reprints sent out number 
about 60, 
Newspaper and magazine editorial com- 
ment has been most favorable. 
Louts H. Norturop, Vice-president, 
The First National Bank of Chicago, 
; Chicago, Illinois 
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830th Anniversary 


Sirs: We are now celebrating our 80th 
anniversary as a savings bank in Ithaca, 
New York. sat 

Incidental to the recognition of the long 
service we have given to the community, 
we are pointing to the fact that we have on 
our books an account which has been in 
existence for eighty years. The holder is 
still alive and has maintained the account 
without interruption for the full pM ped 
period. He recalls the first deposit made at 
a tiny office in the rear of a drug store and 
believes that thrift continues to be a virtue. 

It occurred to us that possibly this may 
be the oldest account in the nation in 
which the holder is still living. 

W. R. Farnsworts, Assistant 

Vice-president and Secretary, 
Ithaca Savings Bank, 
Ithaca, New York 
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The majority of your clients and prospects are interested in travel—read 
publications carrying National City Bank of New York Travelers Check 
advertising. Often, all that is necessary to make a sale is a mere sugges- 
tion on your part when clients withdraw funds. It is profitable business 
because you collect °4 of 1% on all sales and keep it all—no part of the 


commission is remitted to us. 


Write for a leaflet showing you how you can tie in with a great 


international advertising campaign 


First tn World Wide Banking 





THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 


Member Federal Deposit Insurance Corporation 
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IN THE TREND OF BANKING 








Recession Viewpoints 


To be or not to be? 

As applied to the prospect of a post-boom 
recession, that seems to be the economic 
question of the day. As might be expected, 
it finds the economic seers in various 
shades of disagreement. 

Majority opinion seems to be that the 
rising price level increasingly limits the 
real purchasing power of those whose in- 
comes do not keep pace, and that the likeli- 
hood of a turndown in business must be 
faced despite many sustaining factors. 

The pros and cons came in for extensive 
discussion at the recent Central States 
School of Banking, University of Wisconsin. 

Cracks appearing. Walter J. Hoadley, 
Jr., business economist of the Federal Re- 
serve Bank of Chicago, foresaw still more 
inflation ahead, with growing instances of 
weakness in specific business fields. Cur- 
tailments are having their heaviest impact 
on employment rather than on wage rates 
or prices, he added. 

“There is considerable danger in an atti- 
tude of economic complacency rooted in 
broad reliance upon Sovekaaiiiel which 
seems to be growing in this country,” Mr. 
Hoadley warned. “While a general busi- 
ness turndown does not seem imminent, 
there is no real interest in taking steps now 
to minimize the repercussions of future 
adjustments in employment and income. 

“‘Bankers, and other business leaders, 
have a responsibility in their communities 
to point out the artificial economic forces 
underlying present record high income 
levels, prepare consumers for coming em- 
ployment-price-income adjustments, and 
promote high and stable real income as the 
most desirable objective—not merely:more 
dollars for some, financial distress for 
many, and eventual collapse for all,’ Mr. 
Hoadley concluded. 

No recession! With so many economists 
prophesying a recession, it was rather 
startling to have the opinion voiced at the 
Central States School that the historic 
post-war pattern of boom and bust would 
not be repeated in the current instance. 
This prediction came from the well-known 
Sumner H. Slichter, professor of economics 
at Harvard University. 

Admitting that he represented a minority 
viewpoint, Professor Slichter gave two 
reasons for his opinion: First, a change in 
the nation’s labor economy making for 














FPRA School students with Northwestern’s campus in background 


higher wage rates and a rise in the price 
level; second, continuing high expenditures 
by the Federal Government. Previous 
wars, he commented, were not followed by 
—— Government outlays. 

While not foreseeing a recession, ‘Dr. 
Slichter declared that upward pressures on 
prices are diminishing, and ‘said there were 
increasing signs of a general leveling off in 
the price structure for the first time in 
two and a half years. 

Turning to a long-range viewpoint, 
Dr. Slichter contended that wages proba- 
bly would rise more rapidly than in the 
past, outdistancing output per man, but 
denied that this would result in a gradual 
increase in unemployment. He foresaw 
prices rising over a ‘_ E> at an average 
of 2 per cent a year. e expressed doubt 
that the Federal budget ever would go 
below $35 billion and added that there 
Ss would be few smaller than $40 

illion. Moreover, he predicted that 
interest rates are unlikely to rise much in 
the next decade. 
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NABAC Plans Big Year 


The most ambitious program in its his- 
tory has been mapped for the 25th anniver- 


Auditors and comptrollers map 25th anniversary year 
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sary year of the fast-growing National 
Association of Bank Auditors and Comp- 
trollers. Inaugurating the year will be the 
annual convention, being held October 
10-13 in Atlanta, Georgia, home of Presi- 
dent Mills B. Lane, Jr., president of the 
Citizens & Southern National Bank. 

An accompanying view shows a recent 
meeting of the NABAC executive com- 
mittee, at which plans were laid for 
the forthcoming year of unusual activity. 
One phase will be membership campaigns 
designed to add 600 new members to the 

resent all-time record roster, oy, ago 
ing the 550 banks which joined the associ- 
ation during the past year. There will also 
be new research projects and surveys, giv- 
ing impetus to increased efficiency in bank 
operations. 

From left to right, the planning group 
shown below includes: Edward G. Lucht, 
associate editor; Raymond C. Deering, 
treasurer; Arthur R. Burbett, past national 
president; J. Wm. Massie, chairman, re- 
search committee; Alvin J. Vogel, execu- 
tive secretary to the research committee; 
Edward F. Lyle, second vice-president; 
Carl L. Tewksbury, director, District 
Three; Burton P. Allen, secretary; Darrell 
R. Cochard, executive secretary and man- 
aging editor; Hugh E. Powers, past na- 
tional president; John C. Shea, past na- 
tional president; Paul D. Williams, first 
vice-president; Sylvester T. Strain, direc- 
tor, District Four; Ottmar A. Waldow, 
past national president; Mills B. Lane, Jr., 
president. bs Cone ee 


FPRA School Lauded 


The School of Financial Public Relations, 
held on the Chicago campus of North- 
western University August 16-28, was a 
success, if student enthusiasm and favor- 
able comment be taken as criteria. 

Fifty students were kept busy daily 
from 9. to 9 with time out only for meals 
and a late afternoon recreation period. 
Saturday classes ended at noon. A seminar 
was held each evening from 7 to 9, with 
different chairmen directing the discussion. 
The final Saturday morning an oral quiz 
of an hour and a half was held, during 
which each student gave a report on an 
assigned subject. 

A miniature newspaper was published 
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calling 
all unit 


banks 


SDNVUNSNI LISOdad 1V¥IAGsd UIAWAN © SIHINVUT ON SAVH aA 


Tus Los Angeles independent 
bank, with over $150,000,060 in 
resources, would like to handle 
your cash and collection items 
for you...would welcome an ac- 
count from your bank...would 
appreciate the opportunity of 
serving your customers when 
they come to Southern California 


Union Bank Py rust Co 
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daily, containing news of coming events, 
experiences of the students and items 
about the faculty. 

At school’s end each student was 
assigned a project for his bank during the 
coming year. . A report of the procedure 
followed and the results obtained was 
requested for next year’s session. 

Questionnaire. At the final session 
each student answered a questionnaire 
designed to be of assistance in conducting 
the courses next year. Such questions 
were asked as: ‘Was the time given to 
(name of course) too long; too short; or 
just right?” of the subjects. The students 
were requested to give their opinion of the 
ability and effectiveness of each member 
of the faculty. 

Representative comments, written at 
the conclusion of the school, include: 

“Any banker, regardless of how well he 
feels his bank has conducted its relations 
with the public, would find its present 
program totally inadequate after two 
weeks intense study at the school.” 

“I would consider the school a ‘must’ 
for those planning a career in this field. 
It more than came up to my expectations.” 

“TI can think of no other course of in- 
struction that has given me so much of 
practical value in the day-to-day conduct 
of my duties at the bank.” 
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Conference of Associates 


A judicious mixture of business, enter- 
tainment, and poe trips has been 

lanned for the Fall Conference of Robert 

orris Associates, scheduled for September 
24-27 at Hotel Statler, St. Louis. 

At the initial business sessions speakers 
will be Marquis W. Childs, Washington 
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The check desk in a bank could 
be an elaborate affair set out in 
the center of the lobby or it could 
be of modest design located at 
the statement window, or it could 
be combined with the new ac- 
count department. It doesn’t mat- 
ter much what form it takes or 
where it is placcd as long as it 
can be reached conveniently by 
customers and as long as it con- 
trols the distribution of all checks 
within the bank. 





















By concentrating all checks at one 
point almost any bank could save 
a lot of money. The young lady 
in ao would soon be sellin 

more Personalized Checks an 

giving away fewer stock checks, 
and in no time at all she would 
be recovering her salary. Each or- 
der she sold would save the bank 
about seventy-five cents, and this, 
translated into about fifty percent 





THE “CHECK DESK” 


of the customers, would bulk up 
large over a period of years. 


Then, too, customers wouldn't 
have to wait in line at tellers’ 
windows and Loth tellers.and offi- 
cers would be relieved of the job 
of handing out check books. And 
of course when the operating men 
began to see more and more of 
those ‘‘easy-to-sort” Personalized 
Checks moving smoothly thru the 
bookeeping department, they'd 
love it. 


The natural combination of 
DeLuxe Personalized Checks, 
DeLuxe advertising material avail- 
able at no charge, the check desk 
itself and the young lady with a 
smile to preside over it, would 
make a worthwhile contribution 
to the bank, its customers and its 
operating division. It is indeed a 
“natural”. 











Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 








correspondent, and Howard I. Young, presi- 
dent, American Zinc, Lead & Smelting Co. 
Trips include a tour through the An- 
heuser-Bush brewery plant, and a visit to 
the near-by Ralston Purina experimental 
farm, where Chester C. Davis, president, 
Federal Reserve Bank of St. Louis will 
talk on agricultural credits. 
An entertainment highlight will be a 
*‘Meet Me in St. Louis Gay 90’s Party.” 
The following incoming officers will be 
officially installed at the conference : 
President, Walter L. Rehfeld, vice-presi- 
dent, Mercantile-Commerce Bank and 
Trust Company, St. Louis, who has served 
as acting president of the Associates; 
first vice-president, Milton J. Drake, vice- 
president, The Detroit Bank; second 
vice-president, Fred C. Witte, vice-presi- 
dent, Chase National Bank, New York. 
General chairman of the convention is 
Eugene E. Fincke, assistant vice-president, 
Mercantile-Commerce Bank and ‘Trust 
Company, St. Louis. 
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New Era Convention 


*‘Low-priced Homes for Americans” is 
the challenging theme of the 56th annual 
convention of the United States Savings 
and Loan League to be held at the Com- 
modore Hotel in New York City, Novem- 
ber 8-12, with an anticipated attendance of 
1,500 members. The first time the 56-year- 
old nationwide organization of the busi- 
ness has met in the East for a full-dress 
convention since the year World War II 
broke out, the New York meeting is 
definitely ‘“‘new era” in outlook and pro- 
gram. 

Presidential Nominee M. K. M. Murphy 
of Rutherford, New Jersey, is the first 
twentieth-century-born presiding officer 
ever chosen by the League. e was a 
captain in the war and heads the $8,000,000 








M. K. M. MURPHY 


League’s presidential nominee 


Boiling Springs Savings and Loan Associ- 
ation. For vice-president, likewise, Henry 
A. Bubb of Topeka, Kansas, represents a 
distinctly younger generation. 

Three size groups. On the afternoon of 
the first day, the program will be split into 
three sections, according to the size of the 
associations. One round table is planned 
for managers of associations over $10,000,- 
000 in assets. This is a witness to the fact 
that there are now 130-odd associations in 
League membership in this size group, 
whereas in 1939 there were only 33. 
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BOOK SHOWS YOU HOW TO FIGURE THE 


THIS ANALYSIS 
SENT ON REQUEST 
—WRITE TODAY 


COST OF A PENSION 


PLAN FOR YOUR BANK 


WHAT THIS 
BOOK CONTAINS 


How the use of 


pension plans has grown 


The use of profit-sharing 


retirement plans 


Pension practices where 


there is no formal plan 


Plans used by 


Nifehi-mslelal -1a-t-Csielalehilelars 


Discussion of the 
major provisions of 


bank pension plans 


ie} ole rol mmolalel bait Me)! 


226 different pension plans 


How to determine 


the cost of a pension plan 


How to.use 


the “cost yardstick” 


How are these 688 banks solving the Retirement Plan Problem? 


ANK PENSION PLANS, written 

by specialists, analyzes and 
summarizes pension plans now in 
use by banks for the benefit of their 





CORPORATION 
EXECUTIVES 


You are invited to write for a 
separate study, 289 Retirement 
Plans—a 105-page book that 
gives you facts and figures 
showing how 289 companies 
in 73 industries are providing 
for over-age employees. All 
facts in tabular form for quick 
reading and easy comparison. 
Write today—your copy will 
be mailed promptly. 
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own personnel. It is based on a 
survey of all banks with deposits 
in excess of $22.5 million. 

This book discusses the major 
provisions of 226 bank pension 
plans, and examines important, 
basic trends. It contains a detailed 
analysis of these plans in tabular 
form for quickreading and easycom- 
parison. It gives you a “cost yard- 
stick”’ that enables you to figure the 
cost of a pension plan for your bank. 

Hundreds of bank officers and di- 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


rectors are using this study to aid 
in the formation of retirement plans 
for their banks. 

You, too, will find it of practical 
value in setting up a new pension 
plan, or revising an existing plan. 

If you have not previously re- 
ceived a copy of Bank Pension Plans, 
write for your copy today. Please 
address Pension Division, Bankers 
Trust Company, 16 Wall Street, 
New York 15. There is no cost or 
obligation. 




















Techniques of merchandising are worth 
a whole afternoon’s concentration in the 
eyes of the 1948 program planners, and an 
advertising contest will be sponsored by 
the Advertising and Business Development 
Committee. ile faye contests 
were dropped by the League during the 
war years, they used to be a fixture on the 
program. Contrasts between the displays 


nine years ago and now will be revealing 
of the passage of time since the last 
Eastern convention, because the business 
is spending two to three times as much on 
advertising as it was in the pre-war days. 

The lending side. There will be pro- 
gram emphasis on veterans’ loans, both in 
a general address by a top figure in the 
veterans’ world, and in the discussions of 
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CapiTAL $10,000,000 





Ready for Emergencies 


[n an emergency you will find at the Shawmut 
Bank both ability and exceptional willingness 
to carryout difficult or unusual assignments 
in the New England area. For over 112 years 
this bank of “Outstanding Strength” has pro- 
vided prompt results in handling transactions 
for correspondent banks. 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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SuRPLUS $20,000,000 
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key communities. 


Corporation 








FACTS AND FIGURES 


Pertinent and current data about local 
business and industry in the great Empire 
State are available to our correspondents 
and their customers. Our affiliation with 18 
other Marine Midland banks keeps us in 


close touch with people and business in 47 


Member Federal Deposit Insurance 





MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 











the new secondary market for G. I. loans 
and other features of the Housing Act of 
1948 which pertain to veterans’ loans. This 
is understandable in view of the fact that 
about one-fourth of all the home-owner- 
borrowers from savings and loan associ- 
ations today are veterans of World War II. 
Presiding officer at the 56th annual 
convention will be Ralph M. Smith, of West 
Somerville, Massachusetts, outgoing presi- 
dent. Chairman of the Executive Com- 
mittee Morton Bodfish, of Chicago, will 
address the convention the opening morn- 
ing. The symbol of the long continuity of 
the organization, in contrast to its new- 
model personalities, is H. F. Cellarius of 
Cincinnati, making his 52nd annual report 
as secretary of the League, whose organiza- 
tion meeting he attended back in 1892. 
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Women Set Sales Pace 


Feminine talents are being utilized 
profitably for the Fulton National Bank, 
Atlanta, Georgia. Helen Pace Thompson 
recently became the first woman to achieve 
a major officership among local clearing 
house members when she was named as 
assistant vice-president of the Fulton Bank. 

Mrs. Thompson is now co-chairman of 
a 12-week money marathon that offers 
attractive prizes to members of the bank - 
family who obtain the most new accounts. 
The first two weekly winners were women, 
and one of them was “tops” for the first 
month. Erle Cocke, president, says this 
contest may bear out the. theory that 
women are the bank’s most dynamic sales- 
people. 

he marathon, which is entitled the 
“5000 and One,” has as its object 5,000 
and one new accounts. Weekly prizes 
consist of two tickets to any Georgia Tech 
football game; monthly prizes are trips to 
popular Georgia resorts for the winner, 
plus three guests; and the grand prize is 
a two-week, all-expense trip to Havana, 
Nassau, or Mexico City for the winner and 
one other person. 

Early winners. Fulton’s officials are 
predicting that the grand award will go 
to one of the feminine employees. They 
base this prediction on the fact that Mrs. 
Mary C. Naples, who manages the savings 
department, took the first month’s award 
by coming out on top the second and fourth 
weeks. Winner the first week was another 
woman employee, Miss Vela Bivins, an 
executive secretary who has been with 
Fulton National for 17 years. 

An accompanying view 
Cocke, president, 


shows Erle 
congratulating Mrs. 








The ladies are first 


Naples, as weekly 
Self, Miss Bivins an 
look on. 

Handsome buttons bearing the inscrip- 
tion “5000 and One”’ have been passed out 


rize winners J. W. 
Charles McLaughlin 
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to all the bank’s employees and are being 
worn throughout the campaign. 

In addition to Mrs. Thompson, the drive 
is headed by Vice-presidents Garnett 
Carter, past president of the American 
Institute of Banking, and James C. Shelor. 
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New Employee Handbooks 


Designed as a friendly welcome to new- 
comers, the Anglo California National 
Bank of San Francisco’s new employees’ 











Two recent manuals 


handbook called “Introduction to Anglo 
Bank” was issued for the benefit of its 
staff of more than a thousand in its 25 
offices in Northern California cities. 

This attractive booklet of 32 pages 
assembles considerable information about 
the bank’s working activities and personnel 
policies, the advantages and benefits which 
staff members enjoy, something of their 
duties and responsibilities, and suggests a 
number of helpful hints for personal 
success. 

The handbook is an outgrowth of the 
“personnel” section of the bank’s ‘‘Manual 
of Operations,” and was written by a 
special committee appointed for the pur- 
pose. 

The booklet’s cover is maroon, with title 
set in white lettering. Pages are six by 
nine inches. Text is in black, and headings 
and humorous illustrations are printed in 
maroon to lend emphasis. - 


* 

Titling its new handbook ‘“‘All We Have 
to Sell is Service,’ the Chemical Bank & 
Trust Company, New York, stresses this 
motto in a four-page historical introduc- 
tion, then continues with brief explanatory 
paragraphs about employee duties, benefits 
and privileges. 

Throughout the handbook are reminders 
that the first three months of employment 
constitute a “trial period,’ and the im- 
portance of this period is emphasized by 
describing the privileges to be earned after 
a successful completion thereof. Every 
item of interest to new employees, from 
health protection and life insurance through 
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Watch for this card... 





itiiadin new introduction cards are being issued by 
all 126 offices and branches of Security-First National Bank 
of Los Angeles to customers who will be visiting or locat- 
ing in other cities. A duplicate carrying the customer's 
signature is sent to you in advance. It is our hope that 
from this new form of introduction may come new and 


profitable business relationships for your bank. 


MANAGING COMMITTEE 


George M. Wallace, Chairman 
Chairman Board of Directors 


James E. Shelton Chester A. Rude 


President Chairman 

Executive Committee 
L. W. Craig C. T. Wienke 
Vice President Vice President 


CORRESPONDENT ACCOUNTS INVITED 


126 OFFICES AND BRANCHES * 24 HOUR TRANSIT SERVICE 


SECURITY-FIRST NATIONAL BANK 


OF LOS ANGELES 
FOUNDED 1875 


Heap Orrice: Sixth and Spring Sts., Los Angeles 54, California + Phone MUtual 0211 


MEMBER FEDERAL RESERVE SYSTEM * MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

















LARGEST FINANCIAL INSTITUTION IN THE NATION’S CAPITAL 


Onder than the 
Washington Monument .. . 


It is hard to imagine Washington without the 
Washington Monument, for the cornerstone of that 
venerable structure was laid July 4, 1848 — one 
hundred years ago. 





























By the same token it is difficult to think of the 
Nation’s Capital without a “Riggs Bank”, since the 
founding of this institution antedates the Monu- 
ment by 12 years. 


In 1836, William W. Corcoran opened his modest 


exchange and brokerage business on Pennsylvania 





: om Avenue, to be followed four years later by the bank- 
2, \ ing partnership of Corcoran & Riggs, subsequently 
ie ‘ Riggs & Company, and finally, The Riggs National 
} 9 : Bank. Through all these changes in time and title 
4, the same dependable banking service grew and 





ree, 4 prospered ... without interruption ... without default 
5 5 . with never a faltering in the confidence and 
> j esteem of the people served. 
‘ ty . , . . 
Bate Today, as one of America’s leading banks, The Riggs 
he. National Bank is proud to join in observing the 


Centennial of the beloved obelisk that dominates 
4 our skyline gen proud, too, that in our own field 
we represent a tradition of outstanding banking 
strength that is “OLDER THAN THE WASHINGTON 
MONUMENT”. 


RIGGS 


NATIONAL 
BANK 


WASHINGTON, D.C. * FOUNDED 1836 





RESOURCES OVER $300,000,000 


COMPLETE BANKING AND TRUST SERVICE 
EIGHT CONVENIENT LOCATIONS 





== 4, Member — Federal Deposit Insurance Corporation 


Member — Federal Reserve System 
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vacations, retirement provisions and special 
dividends is covered briefly but adequately. 

The manual concludes with over a page 
of information regarding “‘public relations.” 
Credited to an unknown author, the section 
describes public relations, in part, as 
“|, . the way your President speaks to the 
small depositor when he meets him... 
(and) ... the way you handle a housewife 
who is always overdrawing her accourt ..” 

According to J. Stanley Brown, vice- 
president and personnel director, single 
copies of the manual are available upon 
request. 
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Facsimile Advertising 


First bank to try facsimile advertising 
when the Federal Communications Com- 
mission authorized this new type of broad- 
casting this summer was Land Title Bank 
and Trust Company, Philadelphia. Al- 
though the medium is new and limited in 
scope, because of expensive receiving sets, 
Land Title grasped the opportunity to 
gain both local publicity and experience 
by signing up for a quarter-page ad for 
13 weeks. 

Facsimile broadcasting is the transmis- 
sion via radio of an electrical impression of 
a newspaper-type page, and the reception 
of the image on a roll of paper passing 
through a receiver. Philadelphia’s station 


WFIL-FM, which carried the bank’s first 
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“PHOTO OF SPECIAL CHECK FOR THE BLIND DEVISED BY E.R. OGLEBAY, TELLER AT THE OMAHA 


NATIOBAL BANK 


THE BLIND PERSON GRATIS. 


» SHOWING RECOMMENDED METHOD OF FILLING THE CHECK OUT. 
CAN SIGN HIS NAME LEGIBLY, THE USE OF THE THUMB PRINT IS NOT REQUIRED. ¢ 
COPYRIGHTED BY THE OMAHA NATIONAL BANK, PERMISSION TO USE IT WILL BE GIVEN TO ANY 
BARK, WITHOUT CHARGE, SUBJECT ONLY TO THE CONDITION THAT THE CHECKS WILL BE FURNT 





First check designed for use by the blind 


fax ad, uses an 8 x 11% inch page, contain- 
ing typewritten stories, hand-lettered head- 
lines, and photographs for illustrations. 

Electrical process. The original page, 
made up by hand like an ad layout, is 
placed on a drum in a scanning device. 
As the drum revolves, a photo-electric eye 
scans the page, oe the black ele- 
ments into electrical impulses, received on 
a special recorder or on an attachment for 
an FM radio receiver. 

Percy C. Madeira, Jr., president of the 
bank, states that he authorized the 13- 
week schedule “‘not because we expect any 
great immediate results from this form of 
advertising, but because we desire to study 
and experiment with the medium.” 

The bank’s initial ad opened with a brief 
headline: Another Land Title “First.” 
Its sales message stated: When you are 
ready to open a checking or thrift account 
or finance a new car, think of Land Title 
first . . . a bank that thinks first of the 
customer. 

Space limitations. The bank’s fac- 
simile advertising program is not only 
restricted by the limited number of re- 
ceivers (approximate cost, $500) but by 
we requirements. The fax ad can 
be no larger than one-quarter page, or 
about four inches wide and six inches deep. 
The headline, which must be drawn bold 
enough to catch the eye, carries most of the 
message. The brief body paragraph and 
small illustration carry the rest of the 
story. 

According to radio and newspaper men, 
the eventual role of facsimile in the field 
of reporting and advertising is uncertain. 
At present it is considered only a supple- 
ment to big-city newspapers, bridging the 
two-hour gap between press time and 
delivery time by transmitting the news as 
rapidly as possible after it is compiled, 
written and edited. 


o 
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Cheeks for the Blind 


When Eugene R. Oglebay, Omaha Na- 
tional Bank teller, became interested in 
the many activities of the blind, he called 
on his occupational background to aid the 
cause of the sightless. After investigating 
their personal and group needs, Mr. Ogle- 
bay developed the first check printed in 
Braille. 

Today the Omaha National Bank holds 
a copyright on the check form, but offers 


Facsimile page inserted in 
sender (top). Manager, left, 
shows Mr. Madeira receiver 


its use to any bank which will promise to 
furnish the checks to the blind without 
charge. 

The checks are conventional in shape and 
form, with raised underlines for date, 
check number, payee and amount. 

Use thumbprints. Checks designed for 
those who can sign their name have raised 
underlines for the signature. Those who 
cannot write use two oblongs at the right 
side of the check for their thumbprints. 
At the time the checks are issued by the 
bank the blind person places his right 
thumbprint in the upper oblong. When 
negotiating a check he places his thumb- 
print in the lower section. 

Further details and permission for use 
may be obtained from the bank. 
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Bank of Teen Town 


Youngsters line up long before 9:30 a.m. 
in Benton, Illinois, on Saturday mornings. 



























































Learning to save 


No cowboy movie attracts the crowd; it’s 
savings day at the Bank of Teen Town. 
Under the guidance of R. H. Havens, 
executive vice-president of the Bank of 
Benton, and originator of the bank’s child 
savings program, youngsters of all ages 
make regular deposits and necessary with- 
drawals, and obtain loans “for worthy 
purposes” at a pint-size rollaway teller’s 
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Buzis no better—or worse—at weight 
guessing than any mail boy... but he 
costs the bank about $1.25 a day in 
excess postage...and a little good will 
here and there when mail goes out short 
paid, gets delayed in the postoffice, and 
the recipient has to pay Postage Due! 

Nobody can weigh mail without a 
scale... and no scale is more accurate, 
faster working than Pitney-Bowes... 
made to the same precision standards 
as the postage meter, with always reliable 
automatic pendulum action that gives 
exact readings instantly... Big eye-level 
chart, with widely separated, easy to 
read markings, prevents error, saves 
time and postage in weighing mail... 
will give years of service... Call nearest 
PB office, or write for illustrated folder. 


PITNEY-BOWES. 


Mailing Scales 


PITNEY-BOWES, Inc. 


World's largest makers of mailing 
machines. Offices in 93 cities in the 
United States and Canada. 


Te 







Available in 

3 lb. model, also 
a special 20 ez. 
Airmail model 
and 70 lb. 
Parcel Post Scale. 
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3149 Pacific Street, Stamford, Conn. 

















window every Saturday. The program, 
now in its fourth month, has earned com- 
mendation from school authorities and 
banking groups, as well as the parents of 
Teen Town Bank’s depositors. 

After two months of summertime oper- 
ation the bank had 100 depositors averag- 
ing $15 each. The reopening of school 
promises a _ substantial increase, Mr. 
Havens avers. Unless parents specify 
otherwise, the children may withdraw their 
funds at will. Bank officials encourage 
saving, however, by personal talks on 
elementary banking principles to round 
out the educational program. 
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Job Qualifications 


““Monday Reveille” is a one-page mimeo- 
graphed sheet distributed among employees 
of Valley National Bank, Phoenix, Ari- 
zona. A recent issue carried an idea good 
enough to pass around the country. 

“Most of us sort of ‘grow into’ a job, a 
position, a title,’ according to the Monday 
Reveille, ‘and (we) rarely view it from the 
standpoint of what the position itself 
requires, if the full job is done. We 
expect the rewards, but don’t always 
clarify in our minds what the maximum 
requirement of the assignment should be.” 

To get the right answers, Valley Na- 
tional will pay $100 to the employee who 
submits the best list of qualifications for 
any one, or all, of a bank’s top positions. 

+ . + 


Practical Suggestions 


That suggestion contests can unearth 
practical ideas is seen from a review of 
some of the recent quarterly award winners 
at Security-First National Bank of Los 
Angeles. 

A combination batch proof work table 
and sorting tray, devised by Chief Clerk 
Charles W. Nance of the Washington & 
Fourth Avenue Branch, merited the top 
$100 award. Larger than the regular adding 
machine shelf to which it is clamped, the 
19 x 18 inch tray has five convenient bins 
for sorting items and keeping them in 
order. Partitions of the bins are slightly 
less than four inches wide, one and one- 
half inches high, and extend five inches 
down the tray. Below the bins is ample 
room for a sixth item and a proving area. 


Prize-winning idea 














The bank has had 50 trays manufactured, 
and another 50 have been ordered. 

For his suggestion that a special check 
be provided for savings withdrawals on . 
interbranch transactions, a $50 award was 
made to W. S. Pearson of the 85th and 
Vermont Branch. For advancing the idea 
that purchasers of property be provided a 
copy of title insurance in every sale escrow, 
another $50 was awarded to S. H. Hanks, 
Wilshire and La Brea Branch. 
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New Business Bulletin 


Latest of the economic bulletins issued 
by banking institutions is ““This is Okla- 
homa,” which The First National Bank 
and Trust Company of Oklahoma City 
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At-a-glance information 


plans to publish quarterly. The first issue 
appeared in September. 

The new bulletin covers new develop- 
ments in the area affecting manufacturing, 
distribution and commerce; presents and 
interprets statistical data; and forecasts 
prospects for the immediate future. The 
material is condensed to give businessmen 
the information at a glance. 

The bulletin is an outgrowth of the many 
see for data received by the bank’s 
Industrial Development Department. Ac- 
cording to President C. A. Vose, it will be 
available to all persons with an interest in 
industrial and business development in 
Oklahoma. 
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Annual Report Awards 


Continuing its outstanding work in en- 
couraging better annual reports, Detroit 
Trust Company last month staged its 
second annual awards banquet to announce 
the results of a state-wide survey of im- 
partial judges. 

For publishing annual reports judged to 
be “tops,” 41 Michigan corporations were 
oo with bronze plaques by Selden 

. Daume, president of the trust company. 
Thirty-four additional firms received merit 
certificates. 

More than 500 business executives from 
all parts of the state, and representatives 
of leading banks throughout the country, 
attended the awards banquet, which was 
addressed by James B. McCarthy, Dean, 
College of Commerce, University of Notre 
Dame. 

President Daume explained that the 
purpose of the survey and the awards was 
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North Broad Street office, Industrial Trust Company of Philadelphia 


























Second floor, Lincoln National Bank, Cincinnati, Ohio 


These ‘‘before and after’’ views illustrate layout shifts which improved bank use of space 


to encourage a wider interest in annual 
reports as a means of improving public 
understanding of the financial aspects of 
business and the American system of 
individual enterprise. 
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Bank Remodeling 


Pictures of bank interiors showing dif- 
ferent phases of modernization do not 
always indicate any radical changes which 
might have been made. The “‘before’’ and 
“after” views of three banks reproduced 
above, however, clearly show how greatly 


12 


the lobbies were transformed by the re- 
modeling process. 

The tellers’ row in the North Broad 
Street office of Philadelphia’s Industrial 
Trust Company made a 90-degree turn 
when the branch was remodeled this 
summer. The position of the clock in both 
illustrations is a key to the transformation. 
The new arrangement permits an increase 
in the number of tellers’ counters and a 
larger customers’ area. 

° 

The row of tellers’ counters at the Fallkill 
National Bank and Trust Company, 
Poughkeepsie, New York, was completely 
transported to the other side of the main 


aisleway during the remodeling process 
just completed. The new layout provides 
for a customer service section along one 
side, with officers’ quarters across the aisle. 
The building is only 35-feet wide, but best 
use of the space has been achieved as a 
result of the change. 


° 


The transition from commercial depart- 
ment to executive offices on the second 
floor of the Lincoln National Bank of 
Cincinnati makes this the most complete 
change of the three examples. The com- 
mercial department was moved to the 
first floor for greater customer convenience. 
The illustration on the right shows how 
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the ceiling was lowered, windows were 
draped, and elevator was enclosed. The 
stairway at the left in both pictures was 
about all that remained untouched. 
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Program Evaluation 


That conductors of A. I. B._ short- 
courses should be alert to proper division 
of students is the conclusion of the North 
Dakota Bankers Association’s junior bank- 
ers committee, sponsor of a six-day course 
for 18 banking neophytes. 

Following the course in elementary 
banking principles, tellers’ and _ book- 
keepers’ operations, and business machine 
use, the committee asked each student to 
write an anonymous letter evaluating the 
course. Principal criticisms were: 

1. Students with 12-18 months banking 
experience had too great an advantage 
over newer employees. Hence, the latter 
group spent more time trying to “catch 
up” than learning new procedures. 

2. There was too much repetition on 
the part of the instructors. Although a 
volunteer instructor from each of four 
participating Fargo banks conducted a 
different course their discourses overlapped. 

3. The course was too short. The bank- 
ers contend, however, that no sweepin 
educational program was planned, an 
that students were expected to apply the 
principles learned upon their return to 
work. ~ 

Bankers and students alike agreed that 
the course was successful, but the con- 
structive criticisms are offered by the 
committee to other banking groups in the 
hope of improving similar programs else- 
where. 
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Bank Morale Survey 


That men are happier employed in a 
bank than are women is the conclusion of 
a Chicago personnel consultation firm, 
after a survey of 3,717 bank, financial 
institution and commercial business em- 
ployees. 

Inflation of the masculine ego in the 
form of community prestige, plus greater 
promotion opportunities are cited as rea- 
sons why men favor bank work. The sur- 
vey was completed recently by Benge 
Associates, and included both United 
States and Canadian firms. 

While men realize the opportunity for 
advancement is present, 90 per cent claim 
that their salaries have not kept pace with 
the community cost of living. Moreover, 
78 per cent believe their pay rate to be 
lower than that in effect in other fields for 
the same type of work. 

The big objection to a banking career, 
the majority of bank women polled stated, 
is the preference given to men in salary and 
promotion opportunities. Working condi- 
tions were rated high, however. 

Employees, asked to rate job factors in 
order of importance, placed “job security” 
first, “‘pay rate” second. 

In bot ayn and general business 
classifications employees polled said merit 
outranked seniority up to the age of 45. 
Ninety per cent want pay raises and pro- 
motions based on merit. 
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Commodity Financing 


The separation of loans against ware- 
house receipts and accounts receivable 
financing from other commercial loans has 
proven more profitable and _ efficient 
for the Marine Trust Company of Buffalo, 
New York. So contends Arthur J. Rau, 
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la Canada and 
Newloundland..(?s 
The Royal Bank 


VICTORIA, 

BRITISH COLUMBIA 
Douglas Street, principal 
business thoroughfare 


No WO) s On ie 
NEWFOUNDLAND 
Barrels of codfish being 
loaded into the hold 

of a ship 








The Royal Bank offers 
United States banks and firms 

a service that is continent-wide. 
Branches number well over 600. 


- Located in highly productive farming, 


lumbering, mining, fishing and 
industrial areas from Victoria, B. C. 
to St. John’s, Newfoundland, each 
branch is a valuable point of contact 
in the area it serves. You will find it 
profitable to discuss your Canadian 
banking requirements with the 
Royal Bank. Its officers can help 
you to find desirable trade or 
business connections, factory sites 
and trade opportunities. 

Enquiries invited. 


THE 
ROYAL 
BANK 


OF CANADA 


HEAD OFFICE — MONTREAL 


New York Agency, 68 William St., N. Y. 5 
International banking through more than 700 











branches in Canada, the West indies, Central and* 


South America; New York, London and Paris. Corre- 
spondents the world over. 


Assets exceed $2,000,000,000 
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vice-president in charge of the commodity 
financing department, which handles loans 
of the above classification. 

For many years, especially during the 
past war, Marine Trust handled a large 
number of such loans, considering them as 

art of the commercial loan department. 
in 1946, after these transactions had grown 
sufficiently in quantity and complexity to 





require special attention, a separate branch 
of the commercial Joan department was 
set up and personnel were trained specifi- 
cally to handle them. 

Last year the division was completed, 
and the commodity financing department, 
with its specialized personnel, was created 
to provide a greater opportunity for study 
of the risks and peculiar details of loans 
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Capital ana Surplus 
3 BALTIMORE y 


VAILABLE in amounts of $2,500 to 
$1,000,000. Maturities from 30 to 
270 days. Regarded as prime credit, 
Credit Company notes 
thousands of 


banks and institutional investors. 
Delivered direct or to your designated 
correspondent. Phone, 
(collect) for details. 


write or wire 


COMMERCIAL CREDIT 


$80,000,000 


Bank Relations Offices: 


BALTIMORE 

14 Light Street 

BOSTON 

31 St. James Avenue 
CHICAGO 

309 W. Jackson Boulevard 
NEW YORK 

100 E. 42nd Street 

ST. LOUIS 

3607 Olive Street 











Storage Binders 
Anyone can bind loose-leaf sheets 
quickly, neatly, permanently in 


Liberty Binders. No tools needed. 
Just a push of the thumb on pat- 
ented, self-locking binding posts 
fastens sheets between steel-strong 
covers of Masonite Presdwood. 


FREE SAMPLE... 
Send the coupon with your letter- 
head for postpaid miniature sample 
Liberty Loose-Leaf Storage Binder. 
déscriptive circular and valuable 
booklet, “Manual of Record Stor- 
age Practice.” 


BANKERS BOX COMPANY 


Dept. 1011, 720 S$. Dearborn St., Chicage 5, It!, 
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Those who wish to invest 
in a young and growing 
| country, whether by active 
| participation in establish- 
ing industries there or by 
purchase of securities, may 
obtain a free copy of this 
booklet from their 
bankers or direct from:— 


BANK OF 
| NEW SOUTH WALES 


British & Foreign Department 
| Sydney, Australia 


























involving accounts receivable and similar 

forms of collateral. 

Mutual benefit. 

lems of our borrowers a to some 
in 


“Because of the prob- 


oe from those having open lines avail- 
able,’ Mr. Rau comments, “the loan 
officers of a separate department such as 
this are able to have closer relationships 
with the principals and business of our 
customers. This proves to be mutually 
beneficial to both lender and borrower. 
We believe also that under a separate 
department we are able to know and con- 
trol costs of operations and thus better 
analyze the results.” 
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Brief but Effective 


That promotional letters need not be 
long to be effective is the experience of the 
First National Bank of Arizona. 

It has been addressing a series of five 
letters to dairymen, offering money-making 
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Dairymen are taking advantage of our low 
interest rate loans to stack hay wiile it is pleating. Payments 
my be unde out of the milk check as the tnmy is used. 


See our Livestock Loan Department. 


Sincerely yours, 

fo tba 

P. 0, PETars 

Assictant Vice President 
Grep & Livestock Loan Dept. 
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Less than 50 words 


suggestions and encouraging the wise use 
of credit. In recognition of the fact that 
farmers are “ie! men, the longest of the 
letters is less than 50 words in length, 
exclusive of the headline. 

The five letters are being mailed two 
weeks apart, and are followed by personal 
calls by the dairy specialist of the bank’s 
crop and live stock department. 

According to Vice-president George V. 
Chistie, the results so far more than justify 
the effort. 
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Bank and Agent Survey 


To determine the effectiveness of its 
Bank and wy Auto Plan, the Aetna 
Life Affiliated Companies recently con- 
ducted a survey of 1,224 of its agents in 
929 United States cities. 

Sixty-two per cent of the agents inter- 
viewed report that they are using the plan, 
and that they have derived an estimated 
$700,000 in premiums as a result. Over 
17,000 customers of 605 of these agents 
have purchased cars under the plan, 
representing an average gain in premiums 
of more than $1,150 for each agent. 

Difficulties cited. Aetna agents were 
asked to cite any reasons why the plan had 
not proved fully effective in their cases, 
and over half reported that one reason was 
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By Telegraph, Teletype, 
Telephone, Private Wire and Cable, 


Continental Illinois National Bank Transfers 


Millions Every Hour 





Day in and day out more than a quarter of a 
million dollars a minute! That’s how speedily business 
funds are transferred from coast to coast and around the 
world by this bank. 

You ate cordially invited to use these facilities, our 
experience, and our network of correspondent banks in 


your daily business operations at home and abroad. 





Continental Illinois National Bank 


and Trust Company of Chicago 


CHICAGO 90, ILLINOIS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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that banks were not entirely co-operative. 
One-fourth of the agents said the auto- 
mobile dealer still controlled the bulk of 
financing and insuring new cars. Other 
reasons for the — s ineffectiveness in 
some instances include the scarcity of cars, 
cash payment on the part of many pur- 
chasers, competition of bank insurance 
agencies, underwriting difficulties, etc. 

In elaborating on the subject of lack of 
bank co-operation, some agents reported 
that banks made direct auto loans and 
offered the agents facilities for handling 
their clients’ needs, but had not sent any 
walk-in borrowers to the agents. Most of 
these same agents admitted, however, that 
they had not directed loans to the banks. 

Much of the insurance on financed cars 
has been handled by the dealers, the report 
continues, either because the customer 
made no effort to place the business with 
an established insurance agent, or because 
the sale of the car was predicated on financ- 
ing and insuring through the dealers. The 
situation, however, is beginning to change, 
and Aetna expects that more buyers will 
give attention to advantages which they 
gain by ey - through banks and in- 
suring through their regular local agents. 
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Sound Investment 


“Homes especially planned for large 
families are a sound risk,” according to 
John H. Armbruster, executive vice-presi- 
dent of the Community Federal Savings 
and Loan Association of Overland, Missouri. 

The statement was made in support of 
the Community Federal’s eight-year-old 
financing experience with a re 
housing project just outside St. Louis. 


Interested crowd at Fidelity National Bank, Baton Rouge, Louisiana 








Customers get ‘the inside story at the bank’s “‘open house’’ 


Back in 1940 an enterprising real estate 
man offered to sell six-room homes for 
$2,750, but included the following stipula- 
tion in his newspaper advertisements: 
“Sales of these homes restricted to families 
of four or more children.” 

Community Federal has been with the 
project (which now includes three such com- 
munities, and a Negro settlement in the 
planning stages) since it began and hasn’t 
yet had a foreclosure. 

“The greatest risk the mortgage holder 
runs is separation and divorce,” Mr. Arm- 
bruster comments. “Eighty per cent of 
foreclosures come when homes break up. 
That doesn’t happen so often to the family 
with several children.” 
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Correspondent Service 
Tailored to Your Needs 


When your bank has a correspondent connection 
with Manufacturers National Bank of Detroit, we 


tailor our services to meet your needs. 


If, at times, you wish our suggestions on certain 
banking procedure, we gladly share our experience 
with you. It is our job to cooperate. On this basis, 


we invite your correspondent account. 


MANUFACTURERS NATIONAL BANK 
OF DETROIT 


Member Federal Deposit Insurance Corporation 
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Inside Glimpse 


While bank “‘open house’”’ events are not 
uncommon, the Fidelity National Bank of 
Baton Rouge, Louisiana, not only gave 
customers and friends an opportunity to 
inspect the facilities fully but also to get 
an inside glimpse of behind-the-scene 
operations. 

A representative machine from each 
department of the bank was put on display 
in the lobby, and was manned by a compe- 
tent operator who could explain its func- 
tions to the visitors. The bank found that 
customers were eager to learn how the 
many records and documents involved in 
today’s modern procedures are handled. 

Refreshments were served during the 
open house, which was held after banking 
hours from 7:30 to 9:30 p.m., and the event 
was broadcast over the local radio station. 

Arrangements for the demonstration 
were made by W. Leroy Ward, Jr., execu- 
tive vice-president, and Tom Jones, assist- 
ant vice-president. The event was so 
successful that the bank plans to repeat it 
every year. 

Sd + * 


New Teller’s Manual 


Edgar G. Alcorn’s latest banking text 
entitled “The Bank Teller: His Job and 
Opportunities,” was written not only to 
educate the bank teller to the importance 
and responsibilities of his position, but also 
to point out to bank executives the impor- 
tance of the teller’s department. 

Moreover, the text is designed to guide 
bank executives in selecting and training 
the right man for the teller’s job. To this 
end, the book is not written exclusively for 
tellers’ readership, but comparisons are 
made and examples cited for the informa- 
tion of tellers and bank executives alike. 

The author believes that the executive 
must know everything about a teller’s job 
in order to select and train him properly, 
and emphasizes this belief in his manner of 
presentation. 

The work is published by Bankers Pub- 
lishing Company, 465 Main Street, Cam- 
bridge, Massachusetts. Price: $3.50. 
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Scientifie Use of Color 


While the psychological importance of 
color can be exaggerated, there is evidence 
that the science of color engineering can 
do much to emaig se a cheerful and produc- 
tive atmosphere for working and customer 
areas in banks. 

Proof of this is to be found at The 
National Shawmut Bank of Boston. Here 


Burroughs Clearing House 




















the Faber Birren Company was called in 
to survey the main office and to make color 
recommendations. After taking photo- 
graphs and making a study of all aspects of 
the problem, the company prepared a 
detailed plan of the ideal choice of colors. 

An example of what scientifically planned 
color can do is shown by the improvement 
in the safe deposit vaults. Before redeco- 
ration the steel vaults dominated the area, 
giving much the same closed-in effect as 
the interior of a battleship gun turret. The 
walls are now medium blue and the ceiling 
is a soft yellow which combine to give a 
feeling of spaciousness that was always 
lacking in the past. Both vault attendants 
and customers find the new color scheme 
more cheerful and ee 3 

Ceiling ‘‘lowered.’’ The lobby area on 
the main bank floor has a high ornamental 
ceiling. Here the color problem was to 
make the ceiling seem lower and to create 
a more friendly atmosphere. The Faber 
Birren Company recommended that the 
ornamentation be painted rose, blue and 
off-white gray to relieve the monotony 
caused by having such a large ceiling done 
exclusively in white. 

For areas where there is a heavy con- 
centration of employees, such as the com- 
mercial bookkeeping department, the com- 

any recommended either peach or light 

lue-green. The department now has 
peach walls which tend to relieve the feeling 
of congestion in a large and fairly noisy 
area. Also, the light peach color is ideal 
from an illuminating standpoint in a de- 
partment where eye fatigue can cause 
considerable trouble. 

All told, the bank feels that the “new 
look” has produced worthwhile results. 
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Diminutive Eye Catcher 


An eye-catching exhibit used by Peoples 
First National Bank and Trust Company, 
Pittsburgh, in its recent home appliance 
financing campaign, is shown below. 

Built to scale in every detail by Pitts- 
burgh’s Schrader Mini-Craft Company, 
the unit features a complete miniature 
kitchen, with movable model appliances. 





Scale-model display 


A moving belt arrangement beneath the 
central display brings individual appliances 
to view through an opening in the front 
of the exhibit. 

The bank credits the accuracy of repro- 
duction, and consequent lifelike appearance 
of the kitchen, with stopping passers-by in 
large number. 
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WASHINGTON BANKS PROVIDE 
VAST RESERVOIR OF FINANCE 


Just as the Pacific Northwest's gigantic 
reservoirs of water assure abundance for power and 
irrigation, so do the deposits in the banks of 
Washington State make available finances for the 
development of the State’s resources and industries. 


Working in close harmony with the productive 
elements of this State, the outstanding loans of 
Washington financial institutions in 1947 reached 
$560,134,000—an increase of 187 per cent over that 
of 1937. 


Suitable financing is assisting in the utilization of 
natural resources, the expansion of industry and a 
greater development in agriculture. As one of the 
Nation’s major banks, the Seattle-First National 
Bank, serving the state with 45 banking offices, has 
had a gratifying part in this growth. 
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Your Friendly Bank” 


Member Federal Deposit Insurance Corporation 
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Transactions 
promptly and efficiently 
handled 


“I think this would be a good time to express the sentiments of all the boys 
and girls here. In handling transactions from day to day we have found that we 
get the best service from the Chase Bank. It does not make any difference whether 


the transaction is large or small we always find that it is promptly and efficiently 


handled and we appreciate that.” 


Extract from a letter received from one of our correspondent banks 


A correspondent bank that attends to small duties with all the care and 


efficiency expected in large assignments, clearly proves both its desire 
and its ability to serve. 


The value of world-wide correspondent relationships maintained by 
the Chase is strengthened by efficient daily service, often for the benefit 
of individuals it may never meet, and firms whose representatives may 
never have occasion to visit the Chase. 


Broaden customer service with Chase correspondent facilities 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Professor Williams warns against drastic deflationary steps, urges co-operation with 


compromise measures 


THEIR IMPORT TO BANKING 





Is the anti-inflation program of credit restriction 
likely to be effective...and what is banking’s cue ? 


HE dominant economic theme, 

as the national election moves 

down the home stretch and up to 
the November finish-line, continues to 
be Prices, Inflation and Inflation Con- 
trol. It’s a continuation of the same 
old theme that has plagued the banks, 
the public and the Government for 
months, and there seems to be no sur- 
cease from it and the problems it 
poses, unless the uneasy ‘“‘peace” of 
the present were to be converted into 
real peace, or, less miraculously, into 
its ugly opposite, fighting war. 

Recent weeks have brought two 
developments that have a distinct, 
perhaps potent, bearing on the trouble- 
some problem of prices: the controls 
on credit enacted by the special session 
of Congress and the revised budget 


October, 1948 


By 
CHARLES W. WILLIAMS 


Chairman, Department of Economics- 
Commerce, University of Louisville, 
Louisville, Kentucky 


estimates, indicative of a changed 
Treasury picture for the coming year. 
Both have engaged the attention of 
financial men since they impinge on 
the prime bank processes, deposits, 
loans and investments. Both involve 
certain implications as to the quan- 
tity, if not the quality, of bank credit 
and the price at which it is to “‘sell’” 
in the foreseeable future. 

If one is a good “quantity theorist,” 
as most bankers as well as economists 





are, and believes that the amount of 
money and credit has a distinct, if not 
inevitable, effect upon the price level, 
these developments may have a bear- 
ing on the problem. 

Doing nothing about spiraling credit 
and prices could conceivably be the 
correct policy. In other words, with 
the BLS index around 165-170 which 
is a dizzy level some 125 per cent above 
pre-war, it might be inferred that we 
were near the top of the long, upward 
movement. This is substantially Sena- 
tor Taft’s position, which assumes that 
natural forces from now on could move 
slowly but surely into the price picture 
and create the needed correctives. 

On the other hand, there is the un- 
fortunate feeling in many quarters 
that “boom then bust” is a natural 
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sequence, demonstrated by several 
historical occurrences that left little 
doubt about anything except their 
unfortunate results on the national 
economy. To those of this school of 
thought, it is unpleasant but provoca- 
tive to note the several-months-old 
remarks of R. G. Hawtrey, one of the 
leading British monetary economists 
and long adviser to the British Treas- 
ury (in pre-Socialist days): ‘America 
is in for a wild bout of inflation . . 
sooner or later the Americans will rise 
and stop their inflation, and then are 
likely to start a precipitate deflation 
as in 1920.” The implication is that 
we. shall be demonstrating that we 
learned little or nothing from the two 
great slumps, 1920-22 or 1929-33. 


RIGHTLY or wrongly we have em- 
barked, in recent weeks, on a new 
policy of administered controls, not 
through the traditional media of 
sharply increased rediscount rates and 
open-market sales of governments, 
but through return to restriction of 
consumer credit and through power, 
already partly used, of the Board of 
Governors of the Federal Reserve to 
advance legal reserves of member 
banks. Somewhat inconsistently, there 
have also been added the makings of 
an easier, hence inflationary, policy in 
respect of mortgage credit, to “‘ease 
the housing problem,” in what has 
been called the most inflated field of 
all. The effects here cannot be 
appraised for some time to come. 

Reimposition of consumer credit 
controls, bruited for months, has now 
become reality via a slightly modified 
Regulation W. Since, in its essentials, 
it is not quite as strict as heretofore 
and credit volume rose rapidly under 
the old regulation, it has been assumed 
widely that little or no significance 
should be attached to it. This writer 
believes that it should not be dismissed 
so lightly, with a shrug and the con- 
clusion that it will have no effect 
either on bank portfolios, the total of 
outstanding consumer credit or the 
general price level. 

The record total, around $15 billion, 
makes it vulnerable both to scrutiny 
and psychological forces. Many banks, 
especially small and medium-sized 
ones, have been avidly building up this 
type of advance for two years and 
have been warned so forcefully of the 
dangers that inhere in it that a “Stop, 
Look and Listen” sign now raised will 
be more efficacious than sometimes 
supposed. In addition, we can expect 
to encounter resistance since the new 
regulation affects both the down-pay- 
ment and the maturity, upping the 
one and shortening the other. If the 
Fed were, as has been rumored, to 
“‘put teeth” into the new regulation by 
making all contracts that appear to 
circumvent it invalid, a more powerful 
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Restricted consumer credit may result in time deposit inroads 
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The question ahead; Will banks sell bonds to make loans ? 


deflationary influence in this contro- 
versial field would become apparent. 
It is fortunate that the banks as a 
whole have been the most conserva- 
tively-minded credit providers in the 
consumer credit field. Typically, they 
have stuck by the old rule of one-third 
down and the balance in 12 to 15 
months. The shoe of regulation will 
pinch far more on middlemen and 
others who have been practicing the 
easiest-of-easy-credit, from nothing 
down to 5 per cent or 10 per cent down, 
and with payments spaced over 15, 
18, 20 and 24 months, a phenomenon 
strongly reminiscent of the boom- 
prolonging efforts of 1928-1929. 
What should be emphasized is that: 


first, consumer credit has reached 
record highs (in dollar volume though 
not as a percentage of national in- 
come, or wages), and this fact in 
itself offers those who believe in the 
philosophy of regulation a_ timely 
argument of some weight; second, 
restriction of advances on consumer 
durables has been resumed at a time 
when it is most required, or, at least, 
demanded. The highest wholesale or 
retail prices this generation of Ameri- 
cans has ever seen or paid, have been 
biting deeply into incomes, forcing en- 
cashment of war bonds at a very merry 
rate, and cutting deeply, in spots, into 
previously acquired savings accounts. 

The conclusion is then that, in the 


Burroughs Clearing House 
































hed 
ugh 
in- 
in 
the 
1ely 
ond, 
mer 
ime 
ast, 
e or 
1eri- 
een 
 en- 
erry 
into 
ints. 
the 


ouse 








Cumulative Trends 


The interesting portrayal of 


bank trends for the first half of = 
1948, represented by the charts on 
pages 22-23, is the work of the +4 


CUMULATIVE CHANGES 


OF REPORTING MEMBER- BANKS 


DECEMBER 31,1947 —— JUNE 30, 1948 


IN LOANS 





MILLIONS OF DOLLARS 
+ 500 





Department of Financial & Busi- 
ness Research, The Chase Na- 
tional Bank of the City of New 
York. 

The loan chart discloses a net +200 
rise of about $441 million or 1.9 
per cent in total loans of reporting 
member banks, due primarily to 
expansion of real estate and con- 
sumer installment credit. Note 0 
that commercial loans, after a de- 
cline, have again started upward. 

The most significant change in 
deposits was the decline in de- 200 
mand deposits, which fell by 2 
$2,265 million or 4.7 per cent, 
largely in the first quarter. 

The investment chart shows a 
6.3 per cent reduction in total in- 
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vestments of reporting member 
banks, due to debt retirement by 
the Treasury and higher reserve 
requirements in New York and 





Chicago. The rise in certificates -600 























and decline in bonds held was 
largely due to Treasury efunding 
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operations. 


case of many individual banks, re- 
stricted consumer credit will cut into 
the total of time deposits, reduce the 
will to make new commitments and 
have a bearing on investment policy 
of these institutions. 

On the banking system as a whole, 
it would appear that the over-all 
effects, apart from the psychological 
factor, will hardly be either deep or 
broad. Indeed, we have the word of 
the Federal Reserve authorities them- 
selves that the most that can be 
expected from these controls is to 
prevent an increase in the total credit 
outstanding. 

The consumer controls, then, must 
be considered in the short-run as 
warnings, which may or may not be 
heeded. Obviously, some will, some 
will not, until some outside influence 
comes along to impress either grantor 
or grantee with a greater risk or im- 
pairment of prospects, as the case 
may be. 

Taken in conjunction with other 
controls and the growing talk against 
inflation, they may exert some weight, 
especially in fields where sales resist- 
ance is already apparent and growing, 
such as in textiles, radios and tele- 
vision sets, and in certain of the farm 
commodities where ‘futures’ are well 
below “‘spots.” Here some deflation- 
ary results are almost certain to be 


Professor Williams in jovial mood 
just before his talk ata Kentucky 
bankers’ meeting. At his right 
is R. G. Williams, president, 
Kentucky Bankers Association 
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The prospect is that the resumed upward trend will be continued 


felt and they deserve bank attention 
at the policy level. 

Outside of the direct controls, such 
as price ceilings and rationing, which 
the Congress refused, the most fertile 
field for working on inflation is that of 
commercial bank credit, especially 
short-term business loans. 

Here the action of the special session 
of Congress fooled a lot of mid-summer 
seers and gave the Federal Reserve 
authorities not the whole loaf that 
had been insisted on for months, but 
pretty close to half that loaf. They 
have now the authority to push up 
legal reserves of member banks to the 
highest level in American banking 
history. If they use the full authority, 
they can add something like 20 per 
cent, or between $3 and $4 billion to 
the lawful and dormant reserves of 
member banks. 


Since the excess reserves of member 
banks have been running at only a 
small fraction of this amount, $7-$900* 
million, the banks could be called on 
to raise this not inconsiderable differ- 
ence by liquidating loans or govern- 
ments or both. 


TIME was when even the possibility 

of such change would have staggered 
the money markets. Today, with well- 
stuffed portfolios of readily salable 
governments running into tens of bil- 
lions, there’s no possibility for serious 
bank embarrassment. The first step 
has now been taken and there is the 
distinct probability over the coming 
months that required reserves will be 
pushed up further, particularly if 
the price level remains on the high 
plateau of the past few months or 


See NEW CONTROLS—Page 80 
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Presenting a wealth of “friendly” ideas for 


attracting customers 


be OWNTOWN OAKLAND” is a 
highly concentrated shopping 
and financial center serving 

California’s third largest city and the 
surrounding area. Competition is 
keen, for here among the retail estab- 
lishments are six department stores 
and some 75 national chain specialty 
shops. Oakland supports six banking 
institutions, of which four are branches 
of San Francisco institutions. 

While Central Bank has more than 
40 specific services to offer, we feel 
that the chief thing it has to sell is 
friendliness. For the depositor, all 
banks in Oakland are safe; for the 
borrower, our bank’s money is no more 
desirable than another’s. Therefore, 
it is largely on the basis of a friendly 
approach that we have attempted to 
hold present customers and attract 
new business. 


Direct mail promotion includes 11 different types of personalized letters 


By 


DUNLAP CLARK 


President, Central Bank, Oakland, 
California 


This friendly attitude within any 
institution must originate from the top 
and be reflected down through its 
entire organization. This banking 
philosophy is stressed in a_ well- 
rounded advertising and promotion 
program based on the theme that we 
are “Oakland’s Big HOME Bank — 
the Bank of Personal Service.” 

Basic in our program is personal 
contact with our customers, reflecting 
the desire to serve fully those who have 
accounts with us. Under the direct 
supervision of James R. DeKorne, 
assistant vice-president, calls are made 


‘nm, 
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with fair frequency on the officials of 
our larger accounts, and at least once a 
year on most of our commercial cus- 
tomers. A periodic review is made of 
balance cards and accounts are as- 
signed to specific officers of the bank 
for servicing. On their returns from 
calls, these officers prepare reports on 
their visits for our credit files. 

Our officers make tours of the plants 
of our customers having large credit 
lines to become familiar with all phases 
of their operations as a basis for work- 
ing with them closely. 

Supplementing these personal: con- 
tacts, newspapers are primarily used in 
our advertising program, also cards in 
street cars, interurban trains and 
busses, theater slides in neighborhoods 
where our branches are located, and 
direct mail. 


The newspaper copy is designed to 


carrying the president’s signature 








Duwtar © Crank 


in the past has been setisfectory is in- 
dicated by your opening @ (Commercial 
checking) eccount with us. We hope we 
may continue to merit your regerd end 
patronage. 


benking, some forty services are aveil- 
eble here. As @ reminder of some of then, 
I enclose @ folder which you may not have 
seen. 


we can be of help to you. 


Bnclosure 





GENTRAL BANK 


OARLAND 4. CALIFORMA 


Thet Centrel Benk's service to you 


Por those who “CBNTRAL-ize" their 


Pleese drop in and see us eny tine 


Yours sincerely, 


President 





GENTRAL BANK 


OABLAND 4 CALIFORNIA 


Duwtar © Coann 


We note that en account wes opened 
recently Dy MP... e ssc eesceees upon your 
recommendetion. This is just @ line to 
let you know thet we greatly appreciate 
your cooperation es this is not the first 
sccount which you heve brought us. 


Though you do not find it listed in 
Centre] Bank's financial statement, our 
greatest esset is our friends. 


When next you are in the bank, if it 
is convenient, I hope you will he us the 
pleasure of meeting you personelly. 


Yours sincerely, 


President 





GENTRAL BANK 
OAKLAND 4. CALIPORMA 


Duwiae C Crarx 
Passive wt 


Welcome to Oakland. We know you will 
like our unexcelled climate, our friendly 
people end the opportunities efforded by 
this greet Bey Aree. 


Should you be in need of a banking 
connection or any financiel services please 
feel free to call on us. Por 56 yeers 
Centrel Bank has been serving this community. 
Por your convenience we enclose @ small 
folder outlining the many fecilities eveil- 
@ble to you. 


4s you have only recently arrived in 
Celifornie you may not be femilier with this 
state's “Community Property" statutes in 
reletion to the provisions of your will and 
the effect of these statutes on income and 
inheritance texes. Our Trust Department #ill 
be gled to discuss these metters with you and 
@ssist you in estate plenning. You will be 
@ssured the seme consideration and courteous 
treatment whether your estate is $1,000 or 
$100,000. 


Drop in and see us et eny time. 


Yours sincerely, 


President 


EBnelosure 
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MR. CLARK, seated, and JERROLD OWEN, director of public relations 


All promotion reflects the bank’s basic friendly approach 
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S bring people to Downtown Oakland 

= and features the dominant location of 
our main office at 14th and Broadway. 

1- This is literally the hub of the city, 

n directly across from the City Hall 

n plaza, with five main traffic. arteries 

d converging on this.intersection. Atop 

ls our 15-story home Oakland’s largest 

id sign emphasizes our central location 
in brilliant white neon tubing at night. 

Lo When we advise people to “CEN- 

re 


TRAL-ize” their banking, it is more 
than a mere play on words. Central 
Bank offers every banking service in 
the most convenient location in Oak- 
land. 

When a bank reaches $125,000,000 
in resources, it may be considered too 
large to ‘‘bother’’ with personal letters 
from the president to customers. 
Central Bank feels otherwise. Our 
direct mail promotion includes 11 dif- 


Newspaper copy stresses central location of main office 





ferent types of letters which carry the 
president’s signature. Some 40 or 50 
of these go out each day. These are 
not merely form letters, but are per- 
sonalized to suit the reason for writing 
and the recipient. ; 

For example, a letter of welcome is 
written to newcomers to Oakland. 
These names come in from friends of 
the bank and the staff. Often these 
new residents come in and say: ““We 
just had a letter from your president.” 
Many desirable accounts have origi- 
nated from this source. 

Every new customer opening a sav- 
ings or commercial account in the main 
office receives a personal letter of wel- 
come from the president, and branch 
managers send similar letters to new 
customers. Whenever an account is 
closed, if a personal call is not feasible, 
the former customer receives a letter 
from the president, expressing the hope 
that discontinuance was not due to 
any dissatisfaction with the bank’s 
services and the wish that relations 
may be resumed later. 

It is difficult to trace immediate 
results directly to public service and 
promotion activities, but we attempt 
to ascertain why new customers choose 
Central Bank. As each new savings 
or commercial account is opened, a 
small form is filled out by the officer 
handling the application, showing the 
name of the new customer, the service 
to be used, and a check mark to indi- 
cate which reason, out of ten, the cus- 
tomer had for choosing our bank. If 
the account was opened on the recom- 
mendation of one of the bank staff 
members or a present customer, this 
is indicated. . This form serves as the 


These forms are recapped monthly 
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From: .... NEW ACCOUNT .___ dep’. 


TO: PUBLIC RELATIONS DEPARTMENT 
= 
fc ti. Wehnsen 


Name of Customer 


W180 Ocean biew Drive 


Address 4 
Type of service chosen: ._.. 


Reason Central Bank was selected: 


( ) Newspaper Advertising 
Direct Mail Solicitation 
Cor Cards 


) 
) 
) Convenient Location 
) 


( 

( 

( 

( Radio 4 
( 1) Set Sis 

( General Reputation of Bank 4 
( 


) Direct Solicitation 
Service Previously Rendered 


Hy aan of 
Nome... 9A... CMO 
( ) May we write person recommending? 
REMARKS: Aaife he as 
Gteaun’ As 


Fille lle 


Signoture 




















Form NO.4 











basis for the individualized letter which 
the new customer receives and for a 
letter of appreciation to the friend who 
recommended the bank. 

Where the account was obtained by 
a staff member that information be- 
comes part of the record in his folder 
in the personnel department. Such 
efforts of the staff are given considera- 
tion, along with the usual factors, in 
promotions and salary adjustments. 

Each month, a tabulation from these 
forms is prepared by the public rela- 
tions department. A typical recent 
survey showed 969 new accounts 
opened during the month. Of these, 
340 came to our bank because of other 
services previously rendered; 299 be- 
cause of our convenient central loca- 
tion, and 157 through recommenda- 
tions of present customers. 

A series of ten timely reminder slips 
is used effectively at our loan windows. 
These are designed to be handed to 
customers when long lines are waiting 
at peak periods to promote banking- 
by-mail, checking account deductions, 
the use of special checking accounts, 
and centralizing the customer’s bank- 
ing. 

Descriptive folders have been pre- 
pared for every service department of 
the bank, outlining the facilities offered 
to customers. These folders are headed 
“CENTRAL-ize Your Banking” and 
cover the following: business loans, 
personal loans, real estate loans, farm 
loans, deposit accounts, special check- 
ing accounts, trust services, schedule 
of service charges. Another folder 
describes money transfers, travelers 
checks, money orders, letters of credit, 
cashier’s checks and gift checks. An- 


other entitled ““Are You Making Full 
Use of Our Many Services?” is en- 
closed with many of the letters from 
the president’s office. 

These are standardized in size, using 
the same general format with an 
attractive cover design and a different 
color scheme for each department for 
quick identification. 

They are designed typographically 
so as not to strain the eyes of elderly 
readers. The text is brief and no type 
face is less than ten-point in size. 
Customers who have struggled to read 
the fine type often appearing in adver- 
tising folders can appreciate this 
distinction. 

A special “news form” is used for 
commercial customers. As a bank 
officer sees a newspaper item which 
may be of special interest to some cus- 
tomer, he encloses the clipping with 
his written comments in this folder 
which is headed: ‘‘This May Interest 
You.” This folder fits into a No. 10 
envelope. 

Many customers or visitors like to 
send post cards to out-of-town friends. 
The bank has photographic cards of 
the building, the lobby, the safe 
deposit department, our Spring Rose 
Show, the Christmas Music program 
and others. 

Like many other banks, we dis- 
tribute pocket calendars to our cus- 
tomers. But instead of issuing them 
for twelve months only, ours feature 
the logotype of Central Bank and set 
forth the three-year period of the cur- 
rent, preceding and coming years. 

Each month, our real estate loan 
department sends out a convenient 
blotter-calendar-scratch pad to selected 


Miscellaneous promotion designed to win friends, sell services 


Distributed at loan windows 











We forget what the connection was with this bit of “art” work. Ob, 
yes!—the postman rings rwice. Which brings to mind the fact that you 
don’t have to stand in line to pay your bills. 

Let Uncle Sam's boys in blue” 
Carry payment checks around for you. 

Central Bank checks save lots of people time and worry. Are you 
making full use of our checking services? 


NS —104 

















TAKE IT EASY! 


Why bother to drop’in with 
the cash, write a check or use 
a Cartiet pigeon to make the 
payments on your loan’ 
Here's a much easier way to 
do ir. 

Just authorize Central Bank to charge your checking account every 
F month on the due date with the amount of your loan payment, You gct 

) & feceipt promprly—and that’s all there is to it 
is ie Of course, this plan assumes you will maintain enough balance to 
peal, ‘the payment every mortth—but it’s the casy, yet efficient, way to 

‘ ¢ care of your obligation. 

LNB iw : 








Post cards are available in lobby 














The hostess merchandises services 


building contractors. The color scheme 
is changed monthly and on the back 
of the pad is the calendar for the year. 

Also available for distribution to 
customers at officers’ desks are handy 
book matches. The color scheme is 
glossy black and reminder copy is 
imprinted on the front and back in 
silver lettering. When the customer 
opens the cover, he sees a list of ten 
suggestions headed: “Every Needed 
Banking Service.” 


QUR newest service is provided by 

a hostess, stationed at a raised 
desk in the main banking room. This 
service resulted from the realization 
that Oakland has continued to show 
a steady population growth. Many 


Descriptive folders featu 
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Burroughs Clearing House 
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Special events and displays bring many potential customers to the main banking room 


newcomers have previously had no 
bank accounts and are unfamiliar with 
the usual services. 

The duties of the hostess in educa- 
tion as well as service go far beyond 
those implied at the usual question- 
and-answer “Information Desk.” The 
hostess, Mrs. Phyllis Phillips, previ- 
ously a buyer for a large Oakland 
department store, is experienced in 
selling and merchandising. Bank serv- 
ices, like merchandise, need to be 
explained to prospective customers. 
In preparation for her new duties, she 
spent three months studying the func- 
tions of all departments of the bank as 
well as the duties of the various officers. 
This new post enables strangers coming 
to our bank for the first time to receive 
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immediate personal attention. As 
they come to her desk, Mrs. Phillips 
ascertains their special problems, then 
takes them to the right officers. She 
tells prospects how our services can 
meet their needs, explains the workings 
of banking routine, shows people how 
to fill out bank forms, helps women 
with their problems, smooths out pos- 
sible complaints, answers requests for 
information and aids in maintaining 
the flow of service. 

When people come to the bank to 
arrange financing, Mrs. Phillips first 
finds out what type of loan is desired, 
and directs them to the proper depart- 
ment. 

This experiment has proved very 
successful and resulted in saving con- 


indardized size, format and cover design, with differentiating color schemes, 


siderable time for our officers. Previ- 
ously, they were subjected to frequent 
interruptions from people seeking in- 
information. 

The bank’s large U-shaped lobby 
lends itself to various promotions in 
the public interest. Those which bring 
large numbers of people into the bank 
tend to build future business or in- 
crease community good will toward 
our institution. 

The annual event attracting most 
people is the Christmas music pro- 
gram. This began some years ago 
with a group of professional singers. 
Two years ago a choir was recruited 
from the bank personnel, requiring ex- 
tensive rehearsals after hours. 

See NEW BUSINESS PROGRAM—Page 86 


and brief texts in large type 


tt py wy 

" ie ala By 
‘ No Gc 

Fa 


Money Tragsfers 
Travelers Cheques 
Money Orders 
Letters of Credit 
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Principal and Agent Plan permits employees 


to “bank” through their firms 


An ON 


HE familiar lament of the em- 

ployed, “The bank is never open 

when I’m off work,” has been 
answered in at least one instance by 
The Denver National Bank, and the 
idea would seem to have a potentially 
broad application. 

The problem was presented to the 
bank by the credit union of a large, 
local manufacturing concern. The 
credit union and the company wanted 
to improve relationships with the 
firm’s employees; they likewise hoped 
to encourage thrift and cut down 
absenteeism occasioned by employee 
trips to the bank. It was suggested 
that the credit union be allowed to 
accept checking account deposits for 
the bank, and to relay the deposit 
tickets to the bank together with the 
credit union’s own check drawn on 
The Denver National covering the 
total. 

Note that the credit union was not 
suggesting just another messenger 
service, involving responsibility for 
each individual amount while in trans- 
it, but an actual banking service 
whereby it was to accept and receipt 
for deposits for employees who were 
customers of the bank. 

When the suggestion was first made, 
the answer seemed*to be “no.” Such 
a practice would have amounted to the 
bank’s opening a branch on the prem- 
ises of the firm, and branch banking is 
not allowed in Colorado. 

But Courtney M. Cauthorn, assist- 
ant cashier at the bank, was unwilling 
simply to “let it go at that.” He 
studied the problem, mulled it over, 
and finally came up with a solution. 

“An individual,” he reasoned, “is 
permitted to appoint an agent to act 
for him for specified purposes. Why 
can’t one of those purposes be to 
handle certain banking transactions?” 
. And so Mr. Cauthorn worked out, 
copyrighted, and put into operation 
the Denver National Bank “principal 
and agent” plan. 

Special deposit tickets (page 27) 
achieve the principal and agent rela- 
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THE JOB 
lor Custome 


By 
JAMES K. SANBOURNE 


Manager, Advertising Department, 
The Denver National Bank, 
Denver, Colorado 


tionship. Designed in triplicate, the 
tickets are furnished in special snap- 
out forms with built-in carbons. The 
original copy is for the bank, the second 
is the agent’s receipt to the principal, 
and the third is kept by the agent as 
his own record. The signature of the 
depositor on the ticket constitutes the 
agency appointment; the signature of 
the agent near the bottom of the form 
acknowledges receipt of the amount of 
the deposit. 

All types of checks, personal as well 
as payroll, are cashed or accepted for 
deposit to the employee’s account. In 
the case of questionable checks, the 
credit union protects itself by “‘plug- 
ging” the employee’s credit union 
savings account for the amount in- 
volved and for a sufficient time to 
allow collection of the checks. By 
accepting responsibility for all items 
accepted, the credit union makes it 
possible for each employee to receive 
immediate credit for the full amount 
of each deposit. This means, in the 
case of special checking accounts, that 
the depositor need not be concerned 
about drawing against uncollected 
funds; in the case of regular checking 
accounts, it means the depositor incurs 
no additional bank charge for the 
clearing of uncollected amounts. 

At the end of the day, the agent 
totals all of the deposit tickets, issues 
the credit union’s own check on the 
Denver National for the amount, and 
mails the tickets, together with the 
check, in one of our bank-by-mail 
envelopes. The bank acknowledges 
receipt of the full amount to the agent; 
it does not acknowledge to each 
individual principal, who already has 
the receipt signed by the agent. 

Initially, the plan contemplated 
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COURTNEY M. CAUTHORN, 


assistant cashier, 
The Denver National Bank 


Originator of the copyrighted plan 


merely the handling of deposits in this 
manner for those of the firm’s em- 
ployees who were already customers of 
the bank. The convenience won such 
instant acclaim, however, that almost 
immediately other employees in the 
company began asking for the service. 
More specifically, since they did not 
have accounts and could not easily get 
to the bank during business hours, 
they asked for a plan whereby the 
credit union might also open accounts 
for them at The Denver National 
Bank. 

So, Mr. Cauthorn developed some 
new types of forms for use by the 
credit union in opening new accounts. 
On page 27 is shown the new account 
information sheet, only slightly modi- 
fied from the usual form used in the 
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PATENTEO 


REGULAR CHECKING ACCOUNT . 


1 HEREBY APPOINT 


X Y 2 MUTUAL CREDIT UNTON 


MY AGENT TO DEPOSIT THE AMOUNT SHOWN BELOW IN 


THE DENVER NATIONAL BANK 
DENVER, COLORADO 


NUMBER 
DATE BANK ACCOUNT 
e NONE -REGULAR 
4-27 -<hof CHECKING ACCOUNT 
NAME—PLEASE PRINT 


_—Tilchand POE ___— 

















MY. SIGNATURE 
¢ 


to deliver the following information 
and the two attached signature cards to__Th Nati B 10. 
for the purpose of opening a REGULAR CHECKING ACCOUNT in the said bank. 


550 B 


INFORMATION FOR PURPOSE OF OPENING A REGULAR CHECKING ACCOUNT 


1 hereby appoint XYZ Mutual Credit Unian 





FOE 


my agent 





| understand that this account cannot be used until this completed information form, the two signature cards properly 
executed and/or other forms requested have been received by the Bank and that upon receipt of these forms the said 
Bank will mail my check book to me at my home address. 





' XYZ Manufacturing Ca. 





MY TIME CARD 
<AND/OR DEPT. NO. 





| pottars | cents 
AMOUNT re 








SINESS ADDRESS 


9890 Mountain Road, Denver.43, Colo. 


POSITION -f¢ 


RL. 9247=4 
PHONE 





IDENCE ADDRESS FHIC = as” Ave 


ron AT - #oga - 
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z WOMAN'S ACCOUNT: WIFE. ( ) MOTHER ( ) DAUGHTER ( ) OF MR. 

9 xS 7 Pg OPENED BY SLE DATE OPENED f-- 2I-YF 
0 THE ABOVE NAMED AGENT FOR THE eon " sme od aetna 

z GOING DEPOSITOR OF THE BANK NAME! 

9 A PerLROGaS XYZ Mutual Credit Union BY WHOM KNOWN 

; para oe they KE THIS DEPOSIT ON 

é D AGREES TO MA 

4 THE DATE OF THIS FORM OR ON THE yi sé S wore as a 

ce FOLLOWING BANK BUSINESS PAN: {BANK (BRANCH) {LOCATION} {KIND OF AGET.) 
z 

ad y 

z Y KEPT AT: ae. Matl . 

T (BANK) (SRancH) { LOCATION) caino oF accr.) 
3 XYZ Mutual Credit Union Denver Savings 

o COPYRIGHTED 1947 C.M CAUTHORN (BANK) (@RANCH) (LOCATION) (KIND OF ACCT.) 

OTHER ACCOUNTS NOW AT: Firsé Seourtly Mell = Deaver” Sar 
(BANK) bf (BRANCH) { LOCATION) (KIND OF ACCT.) 
ROS * Richard 8. C. A. No. a. 
avrmonizao siematunss «© THE, DENVER NATIONAL BANK Denver. 


FOR THE USE OF 


opened epted jett to all 
pin Rang wy Se ed and cancer secietien $e ting or hereafter edopted. 





Rules and Regulations of this Bank 


THE GENUINENESS OF THE STGNATURE: 
ON THE REVERSE SIDE OF THs CARD 





IS GUARANTEED, 
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MY MGNATURE 


Top left: Special deposit ticket achieves principal and agent relationship. Lower left: New account signature card, 
of signature. At right: Modified new account information sheet 


with guarantee 


These, and similar forms for special checking accounts, are designed to be usable by other banks 


bank itself, but designed to meet the 
requirements of the principal and 
agent set-up. Also reproduced on 
this page are the front and back of the 
new account signature cards. Note 
the reverse side especially; since the 
bank was not dealing directly and 
personally with the individuals open- 
ing accounts under this plan, it had to 
provide some method for positive 
identification of each signature re- 
ceived. The guarantee by the credit 
union protects the bank against pos- 
sible fictitious or fraudulent signatures. 

It will be noted that in all of the 
forms developed in conjunction with 
the plan, the name of the credit union 
and the name of the bank have been 
filled in by an addressing machine. 
The forms were purposely prepared in 
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blank so that they might be available 
to other customers and to other banks. 
It was felt unwise to give the appear- 
ance that the services of the Denver 


National were mandatory under the 
system. 


THe deposit service rendered by the 

credit union makes unnecessary an- 
other plan utilized by many other 
Denver firms. This involves the firms’ 
sending lists to the different banks of 
amounts to be credited to the accounts 
of employees each pay day, and cover- 
ing the totals with a single company 
check to each bank, thus eliminating 
the issuing of individual payroll checks 
to employees utilizing the plan. The 
fact that all checks, personal as well 
as payroll, are accepted for deposit by 


the credit union results in a broader 
service under the principal and agent 
arrangement. 

Question has been raised as to 
whether it would not be virtually as 
convenient for the workers to utilize 
bank-by-mail service on an individual 
basis, in depositing their checks. This 
alternative would not, of course, help 
the employee who wants to cash a 
check or deposit only part of the check 
or checks —services provided by the 
credit union under the principal and 
agent plan. 

We do, however, place a great deal 
of emphasis upon bank-by-mail. All 
new account customers are, at the 
time of opening their accounts, not 
only informed of the plan but fur- 

See ON-THE-JOB SERVICE—Page 88 
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In Chicago 


FOR BOND INVESTMENTS 


Correspondent banks are cordially invited to use 
the First National’s Bond Department in their 
bank investment programs. 


To serve you, and to insure prompt trans- 
actions in United States Government, State and 
Municipal Bonds, there is an adequate staff, 
coordinated by experienced officers. 


BOND DEPARTMENT OFFICERS 


AusTIn JENNER Vice-President 
James P. FEELEY Vice-President 
Joun H. Grier Vice-President 
Lewis MILLER Asst. Vice-President 
Haroip J. ScHLUTER Asst. Vice-President 
Assistant Cashiers 
George B. Wendt Leroy F. Winterhalter 
P. Alden Bergquist Joseph A. Smole 


Samuel Sachnoff 


The First National Bank of Chicago 


Building wifh Chicago and the Nation Since 1863 


FEDERAL DEPOSIT INSURANCE CORPORATION 
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Tighter Lending Policies 


What are likely to be some of the 
results of the Federal Reserve Bank’s 
recent action in boosting member bank 
reserve requirements? 

Primary object of the move to 
neutralize about $2,000,000,000 of 
liquid assets was to force banks to 
tighten their lending policies. How- 
ever, it is expected that to produce the 
new reserves, banks will dispose of an 
estimated $1,500,000,000 in govern- 
ment securities. Despite this pros- 
pect, Treasury officials asserted that 
they did not believe that there would 
be any “appreciable” impact on the 
government bond market. 

While member bank earnings may 
be affected, there is considerable 
opinion that the decrease in lendable 
funds will be counterbalanced by an 
acceleration of the trend toward higher 
interest rates for bank loans. It is 
believed that the average business 
borrower will be asked to pay \% to % 
per cent more by the end of the year. 

This additional step in the stairway 
to higher interest rates is not due alone, 
or perhaps even primarily, to in- 
creased reserve requirements however. 
That increase was but the fourth 
move in the government’s campaign 
to halt inflation by making borrowing 
more difficult. 

The first step came on August 9 
when the Treasury announced that it 
had raised the rate on short-term 
certificates from 1% to 1% per cent. 

Shortly after, the Reserve Board 
raised the rediscount rate from 1\% to 
1% per cent. Meanwhile, commercial 
banks increased their rates on prime 
commercial paper. 

The third government action against 
inflation was the Reserve Board regula- 
tion restricting credit installment buy- 
ing. 

Opinion has varied widely as to the 
prospective efficacy of these steps in 
halting bank loan expansion,. which 
recently resumed its upward trend 
following a slight downturn earlier in 
the year. One weapon no longer avail- 
able is the Treasury’s debt-retirement 
program, by which surplus funds were 
used to retire bank-held securities. 
Secretary of the Treasury Snyder has 
stated that the government would not 
be able to reduce the national debt 
during the next ten months. However, 
addressing a group of farm leaders 
recently, Mr. Snyder said the Treasury 
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By N. P. GREGORY, 
Washington Correspondent 


could still put some check on bank loan 
expansion if enough savings bonds 
could be sold to farmers and others, 
and the funds used to retire bank-held 
securities. 

Another weapon still in the offing is 


the prospect of an additional boost in 
member bank reserve requirements, 
since the recent increase did not 
exhaust the Reserve Board’s authority 
to increase reserves against demand 
deposits. 








FOR YOUR 





CUSTOMERS 
AT YOUR REQUEST 


@ As a correspondent of this bank you can call 
upon us for many services to your customers. For | 
them at your request we will: | 


Issue travelers’ checks and personal letters 


of credit. 


| 

| 

Make foreign remittances and collections | 
wherever conditions permit. 

Make loans of approved character. | 

Serve as trustee or agent for individuals or 

charitable institutions, and for pension and 


profit-sharing funds. 


Receive, deliver and safekeep securities. 


Purchase and sell United States Government | 
Securities, State and Municipal Bonds. | 
| 
| 
| 


As your Chicago correspondent, we share with you 
...and your customers all of our banking, trust, 
bond and operational facilities. 


THE NORTHERN 


50 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 


TRUST COMPANY 
| 
| 
































Overcome future problems 3 ways! 


1. Meet increasing business demands! 


Install the Fas-Cash System in your 
bank. It will help solve your ever- 
growing problem of payroll check- 
cashing lines. It will help keep your 
lobby free of congestion! It will increase 
customer satisfaction! 


2. Cash more checks in. less time! 


The Fas-Cash System makes it possible 
for you to cash checks in as little as 
five seconds .. . cash up to 500 checks 
an hour! It enables one teller to do the 
work of two. It helps you solve your 
teller personnel problems. 


3. Do 5% days’ work in 5 days! 


The proved Fas-Cash System solves 
your Saturday closing problem! That’s 
because it lets you do 5% days’ work 
in 5 days. Discover for yourself why 
bankers the country over use the Fas- 
Cash System to increase their check- 
cashing efficiency. 


FREE! Send coupon below for your free 
copy of illustrated folder. Explains how 
and why the Fas-Cash System will save 
you money. 


FAS-CASH 
SYSTEM 


Enables 1 Teller to do the Work of 2 


| FAS-CASH SYSTEM, INCORPORATED 
| Dept. BU-10, 112 Madison Avenue 
| Detroit 26, Michigan 


Yes . . . we want to improve customer service. 
| Rush details about the Fas-Cash System, together 
with free illustrated folder. 


| Name 


| Bank 
| Address__ 


Cae 


30 

















The Board raised required reserves 
of central reserve city banks from 
24 to 26 per cent, reserve city banks 
from 20 to 22 per cent, and non-reserve 
city banks from 14 to 16 percent. On 
time deposits, required reserves were 
increased the authorized limit of from 
6 to 7% per cent for all bank classi- 
fications. 
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Housing vs. Inflation 


Although Federal housing officials 
admit that recent amendments to the 
National Housing Act have added new 
inflationary tendencies to the economy, 
as opposed to other moves to discour- 
age borrowing, they claim that the 
need of new construction justifies the 
action. 

To sum up their position, one of the 
top. ranking officials made this state- 
ment to Burroughs Clearing House: 

“It is clearly shown in our testimony 
before the Senate and House Banking 
Committees and by statements of 
Congressmen and Senators that there 
were to be some inflationary tendencies 
in the new amendments to the Na- 
tional Housing Act. 

*‘However, there has been and is now 
a crying need for houses. Would it 
not be an even greater trend toward 
inflation if there is not growing produc- 
tion of houses to meet this need? Take 
the automobile industry —it is known 
by every one that the demand for 
automobiles is far greater than the 
supply; a man can buy a new auto- 
mobile for a price and sell it the next 
day, or two years later, for a much 
higher price than he originally paid 
for it. So it is with houses. 

“As to the liberalization of credit 
for 95 per cent mortgages, this does 
not at all mean that new money is 
being channeled into housing but that 
this money is being channeled from 
higher priced housing into the lower- 
price brackets, the $6,000 or $7,000 
house, and even the lower-priced house 
with the $4,500 mortgage under Title I 
Class 3 operations. After all, as the 
Senate Committee so sharply pointed 
out, it may be a bit inflationary but 
people need houses to live in.” 


+ + 2 
Secondary Market 
Regulations 


Amended rules and regulations were 
issued recently governing the purchase 
of mortgages by the Federal National 
Mortgage Association, a subsidiary of 
the Reconstruction Finance Corpora- 
tion, under the National Housing Act. 

Insured mortgages which FNMA 
can purchase are those issued after 
April 30, 1948, under Sections 203, 
603, 207 or 608 of the National Hous- 
ing Act, as amended. Purchases will 


be made pursuant to Public Law 864 
approved July 1, 1948, as supple- 
mented and amended by Public Law 
901, approved August 10, 1948. 

Purchases are being made pursuant 
to the various laws which provide that: 

(1) No mortgage shall be offered to 
the Association for purchase by, or if 
it covers property held by, Federal, 
State, or municipal instrumentalities. 

(2) No mortgage may be purchased 
for an amount exceeding the unpaid 
principal balance thereof, plus accrued 
interest at the time of purchase. 

(3) No mortgage shall be offered to 
the Association for purchase if the 
original principal obligation of the loan 
exceeds or exceeded $10,000 for each 
family residence or dwelling unit 
covered by the mortgage. 

(4) No mortgage shall be offered to 
the Association for purchase unless 
offered by the original mortgagee prior 
to any other sale thereof. 

(5) No mortgage shall be purchased 
by the Association unless the mort- 
gagee certifies that the housing with 
respect to which the mortgage was — 
made meets the construction standards 
prescribed for insurance of mortgages 
on the same class of housing under the 
National Housing Act, as amended. 

(6) No mortgage shall be offered to 
the Association for purchase by any 
one mortgagee (a) unless such mort- 
gage is secured by property used, or 
designed to be used, for residential 
purposes, and (b) if the unpaid princi- 
pal balance thereof, when added to 
the aggregate amount paid for all 
mortgages purchased by the Associ- 
ation from such mortgagee pursuant to 
authority contained in the legislation, 
exceeds 50 per centum of the original 
principal amount of all mortgages 
made by such mortgagee which meet 
the requirements of the Act. 

Mortgages insured under Section 
203 or 603 of the Housing Act cover 
one family to four family dwellings, 
while loans insured under Sections 207 
and 608 cover rental housing projects. 

In addition, the FNMA has estab- 
lished a secondary market for the pur- 
chase of G. I. real estate mortgages on 
homes and farms which are guaranteed 
under Sections 501, 502 or 505 (a) of 
the Servicemen’s Readjustment Act 
of 1944, as amended. 

The requirements with respect to 
VA guaranteed mortgages which may 
be offered for sale to the Association 
are the same as those prescribed for the 
purchase of FHA insured mortgages. 

Mortgages guaranteed under Sec- 
tions 501 and 502 of the Act cover 
homes and farms, respectively. A 
mortgage loan made pursuant to 
Section 505 (a) represents a second 
mortgage on a home, which is also 
covered by a first mortgage insured 
by FHA. 

The Association will not buy a 
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second mortgage . guaranteed under 
Section 505 (a) unless the FHA insured 
first mortgage on the same property 
is also offered for purchase, or is owned 
by the Association. 

Eligible mortgages may be tendered 
for purchase to agents of the FNMA 
located in the 31 regional offices of 
the RFC. 
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Change in G. I. Rate? 


The 71 regional offices of the Veter- 
ans Administration have completed 
their survey of the G. I. mortgage 
market regarding the need for a pos- 
sible increase in the interest rate on 
mortgages from 4 to 4% per cent, as 
permitted under the housing act en- 
acted at the special session of Congress. 

The results of the survey will be 
submitted to Carl R. Gray, Adminis- 
trator of Veterans’ Affairs, for future 
action. Officials at the VA declined 
to predict whether Mr. Gray will ask 
Secretary of the Treasury John W. 
Snyder for an increase in the interest 
rate. 

However, all signs point to a rise in 
view of the fact that interest rates are 
tightening and lending institutions in 
some sections of the country are find- 
ing the G. I. mortgage field unattrac- 
live at the 4 per cent rate. 

In recent months there has been a 
sharp decline in G. I. mortgage loans. 
The VA reports that only 23,000 home 
loans were approved in July, 17 per 
cent fewer than in June and only half 
the number approved July, 1947. 
Furthermore, about one out of every 
four of the veterans’ loans in July 
actually was a combination of a VA 
and an FHA loan. 

Action on a possible increase in the 
interest rate on VA loans is expected 
momentarily. Mr. Snyder recently 
said that Mr. Gray had not asked for 
permission to increase the rate, but 
the Secretary’s statement was made 
shortly before the survey had been 
completed by the VA regional: offices. 

The VA reports that in.some sec- 
tions of the country veterans can still 
obtain loans at the 4 per cent rate, 
while in other sectors the market has 
tightened and lenders are loath to 
finance housing at that rate. 

The interest rate on G. I. housing, 
business and agricultural loans has 
been maintained at the 4 per cent level 
since the Servicemen’s Adjustment 
Act was passed by Congress in 1944. 
What a one-half of 1 per cent 
increase in the cost of financing would 
total has not been estimated by VA 
authorities. 

As of August 25, 1948, the VA has 
approved 1,290,687 home loans with a 
face value of $7,237,147,672; farm 
loans approved total 46,796 with a 
value of $181,512,044; business loans 
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FORGERIES ARE STILL 


INCREASING . are hitting 
an all-time high . . . despite 
the combined efforts of law 
enforcement agencies, banks 
and business organizations to 
halt them. Big payrolls, 
increased spending . . . bank 
? clearings more than twice pre- 
war ... these and related 
factors contribute to the ease 
with which the modern forger 
does his fraudulent work. 


Sometimes the culprit is connected with a concern 
with which you do business, or he is a business as- 
sociate or employee. Again, he may be just an obser- 
vant “friend” who practices writing your firm’s or 
your own name, or raising figures on checks. Whoever 
he is, you can’t be too careful. 


However, experience repeatedly proves that the 


best safeguard against forgery loss is our Forgery 
Bond. 


Our agent or your own insurance broker will be 
pleased to submit details. Meanwhile, remember that 
forgeries are increasing! 
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approved aggregate 97,320 with a 
value of $310,821,490. 


* ¢ ° 


Change in Risk Ratio 


Maple T. Harl, chairman of the 
Federal Deposit Insurance Corpora- 
tion, has advised banks to use extreme 
caution in making loans, and mainte- 
nance of adequate capital. 

“The probable risk pertaining to the 
different types of assets held by banks 
is generally considered a_ pertinent 
factor in assaying the need for capi- 
tal,”” Mr. Harl said in the corporation’s 


recently issued annual report. 

“The rapid expansion in bank assets 
during the war was concentrated in 
assets which involved little risk of loss 
if held to maturity. Since the war, 
bank loans have expanded, while a 
decline has occurred in the amount of 
United States Government obligations 
held by banks. The ratio of capital 
accounts to assets other than cash and 
United States Government obligations 
declined from 25.5 per cent at the end 
of 1945 to 20.6 per cent at the end of 
1947.” 

Mr. Harl pointed out that banks 
have been urged to write off their 
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for 35 years a pioneer of con- 
sumer credit, helped many of its 
correspondents show an increas- 
ing profit from instalment loans 
under the old Regulation. We 
are ready to do the same thing 


under the new. 
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losses as soon as they become apparent, 
and to establish, during the years of 
profitable operation, reserves for losses 
which might occur in later years. 

“The extent to which this policy 
has been followed is indicated by the 
small amount of substandard assets 
held by banks in recent years,” he 
declared. “During the examinations 
made in 1947 examiners found that 
less than one-half of 1 per cent of the 
assets of insured commercial banks 
were below the standards set for bank 
investments and were, therefore, sub- 
ject to criticism.” 


* Sd ¢ 


Credit Problem Abroad 


Camille Gutt, managing director of 
the International Monetary Fund, has 
warned that unbalanced budgets and 
overliberal credit policies in some 
European countries are still a threat to 
European recovery. 

Mr. Gutt’s observations were made 
following a six-weeks’ visit to France, 
Britain, Italy, Belgium and the Nether- 
lands. He said that the pressure of 
inflation is not so great as it was a 
year ago, but that it remains serious 
in certain countries which he did not 
name. 

“Europe will have to watch its 
fiscal and credit policies,” Mr. Gutt 
declared. 

The managing director found great 
improvement in industrial and farm 
output in every country he visited. 
Italy, he declared, was the only one 
in which factory production was still 
below pre-war levels. 

Two factors, increased production 
and American aid under the Marshall 
Plan, were responsible for a_ higher 
level of consumption and investment 
in the countries which he visited. 

“The standard of living is better 
than at any time since the war,” he 
reported. He said it was encouraging 
to see that in the five countries he 
visited government and industry were 
investing twice as much in plant 
equipment as they did before the war. 

Mr. Gutt said that Marshall Plan 
aid had met Europe’s immediate dollar 
crisis. He declared, however, that 
Europe needed to pay more attention 
to selling its goods in the Western 
Hemisphere at prices low enough to 
attract buyers. 

In connection with the Monetary 
Fund’s efforts to stabilize currencies of 
members, Mr. Gutt disclosed that the 
fund has approved a new decision by 
the Government of Peru to limit im- 
ports into that country “because of 
domestic inflation.” 

The measure to limit imports, Mr. 
Gutt declared, included a surcharge 
on imports of non-essential and luxury 
goods to reduce demand in Peru for 
foreign exchange. 
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Bank officers from every 
part of the U.S.A. came to 
Detroit ...and the city 
was prepared for them 


bank officers came to Detroit 

for their three-day 74th annual 
A.B.A. convention. By evening the 
registration lists at the two head- 
quarters hotels showed that the bank- 
ers and their guests—among them some 
1,500 ladies—were from every kind of 
United States locality. They repre- 
sented banks of all sizes, in agri- 
cultural, industrial and financial 
centers. 

Detroit itself was ready. Henry H. 
Sanger, Board chairman of The Manu- 
facturers National Bank, -dean of 
Detroit bankers and chairmanif the 


CO Sunday, September 26, 4,300 
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city’s genera] convention committee, 
remembered that Detroit had not had 
the honor of an A.B.A. meeting since 
1912. ‘““Detroit bankers,”’ he said, “‘will 
do everything in their power to make 
this convention successful and 
important.” 

A dozen committees of Detroit bank- 
ing leaders began working in mid- 
summer on accommodations, sched- 
uling, meeting places, transportation, 
entertainment. The committee on meet- 
ing places, making arrangements in the 
home city of 3,000 manufacturing 
establishments—and therefore the site 
of countless conventions—secured 


Bit Happened 
in DETROIT 





choice halls for A.B.A. general sessions 
and other gatherings. The rta- 
tion committee saw to it that delegates 
would be able to take trips throughout 
the 144 square miles of Detroit during 
lulls in the official program. The hotel 
committee uncovered a minor conun- 
drum; whereas most cities’ hostelries 
suit A.B.A. convention requirements 
by having twice as many single as 
double rooms, Detroit hotels reversed 
that ratio. The committee foresaw 
many new friendships as Maine bank- 
ers shared rooms with bank officers 
from Montana, etc. 

Charles T. Fisher, Jr., chairman of 


The city’s General Convention Committee—Chairmen (abore) and presidents of Detroit banks 
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H. Parshall a G. Turnbull, 
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the executive committee and presi- 
dent of the National Bank of Detroit, 
had this to say: 

‘*“Because Detroit as the arsenai of 
democracy played such a vital part in 
the last war and is so prominent in the 
production of automobiles, which we 
hear the bankers are not getting, we 
thought these folks might like to visit 
this dynamic city. When the Detroit 
banks extended its invitation for the 
A.B.A. to meet here this year we were 
fulfilling a desire which was deferred 
during the war years in being host to 
the American Bankers Association. It 
seems especially timely to have the 
convention here this year while our 
good friend Joseph M. Dodge is presi- 
dent of the Association.” 

Detroit has come a long way from 
the middle-size town that greeted 
A.B.A. delegates in 1912. At that time 
Detroit was just beginning to attract 
the army of “‘doers’’—capitalists, bank- 
ers, inventors, designers, mechanics— 
who have made Detroit the hustling 
city in which the 1948 convention was 
held. Nearly everything about Detroit 
has changed except the land, flat as a 
windowpane, upon which the city is 
spread. 


IGURES help characterize Detroit 
and show why bank and financial 
men all over the country have an inter- 
est in the city. Just before the war three 
quarters of all American rubber im- 
ports found their way to Detroit, along 
with 70 per cent of all plate glass manu- 
factured, 57 per cent of all malleable 
iron, 40 per cent of the mohair and lead, 
a third of the nickel, a fifth of the 
American steel output, 15 per cent of 
all aluminum, and as much of the 
nation’s cast iron, tin, zinc, hardwood 
lumber, and cotton. 
It is an interesting fact that down- 
town Detroit, where the delegates 


- 


Southerners arrive early, via special train 


spent most of their time, was laid out 
in compliance with the plan which the 
French engineer, Pierre Charles L’En- 
fant, devised for Washington, D. C. 
Grand Boulevard, like a large horse- 
shoe opening on the Detroit River and 
on Windsor, Canada, across the river, 
encloses this section. Within the con- 
fines of the Boulevard are most of the 
big hotels, department stores and the 
financial district. 

But industry has mushroomed De- 
troit far beyond the borders set up by 
Monsieur L’Enfant. The huge auto 
plants alone, Cadillac, Chrysler, 
De Soto, Dodge, Ford, Hudson, Lin- 
coln, Packard and Plymouth, have 
brought more than 400,000 employees 
to Detroit. And the automobile body 
plants of Murray Corporation, Briggs 
Body and Fisher Body employ thou- 
sands of Detroiters. 

The city also leads in other indus- 
tries, all of which help give it its char- 
acter: Adding and calculating ma- 
chines, stoves, refrigerators, pleasure 
boats, paints. Visitors are usually sur- 
prised to learn that Detroit, far from 
any body of salt water, is unparalleled 


The executive committee and chairmen of other committees check 
last minute details on hotel reservations, transportation, 
finance, meeting places, entertainment. 
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in the production of salt and salt prod- 
ucts. 

*“However,”’ says a recent newspaper 
article, ‘‘the location of the big industrial 
plants has saved Detroit from becoming 
sectionalized like other industrial cities. 
Detroit’s growth has spread so that the 
lawns and shrubs in Detroit today are 
more beautiful than those of 20 years 
ago.”’ There are no so-called factory 
districts with their surrounding tene- 
ments in Detroit. It is a city of homes. 

Detroit took its name from the river 
which connects Lake St. Clair with 
Lake Erie and which bends around to 
place Windsor, Canada, in an im- 
plausible direction, south, from De- 
troit. The French first called the city 
‘““D’Etroit, meaning “‘of the strait.” 

The river makes Detroit a port. 
Michigan Customs, of which Detroit 
is the principal port, is surpassed only 
by New York in the value of its exports 
to foreign countries. More freight passes 
over the river than through the Panama 
and Suez Canals combined. 


EALLY a part of the city, but in 

the middle of the Detroit River and 
reached from downtown via a 2000- 
foot concrete bridge, is Belle Isle. The 
Indians first sold the island for eight 
barrels of rum, three rolls of tobacco, 
six pounds of vermillion paint and one 
belt of wampum. The city of Detroit 
bought the island in 1789 for $200,000. 
Today, the island’s 1,000 acres are 
valued at $32,000,000. To the beauty 
of the park’s woods, wildlife, canals 
and lagoons have been added zoological 
gardens, an aquarium, a conservatory, 
a yacht club, a model yacht racing bay, 
athletic fields, a golf course, a casino 
and a pavilion. On summer evenings 
Detroit is serenaded by concerts from 
the island’s orchestra shell. 

To this sketch of Detroit add an art 
center and music hall, 4,500 acres of 
public parks and 200 theatres. It is this 
intensely busy city, with its full share 
of cultural and recreational facilities, in 
which the 1948 A.B.A. convention was 
held. On the following pages are stories 
and pictures of the delegates, at work 
and play, in the Detroit setting. 
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i} Delegates found time for social 
H functions. They also learned why 
Detroit is called both “‘beautiful*’ 
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N inventory of the bankers’ 
A activities during their three or 
four days in Detroit shows they 
attended a heavy schedule of general 
sessions, division meetings and private 
conferences on banking. But they made 
their leisure hours count by taking 
advantage of social events and looking 
over Detroit. 

It’s safe to say, for example, that the 
tea parties at both headquarters hotels 
on Sunday afternoon were as big as any 
Detroit has seen recently. The Detroit 
banks sponsored the teas and recep- 
tions. With everybody registered and 
the committee meetings out of the way 
(committees met both Sunday morning 
and afternoon), more than 2,000 bank 
officers and their wives were there to 
get acquainted with their hosts and 
with each other. In the background, 
but adding to the congeniality was 
chamber music by seven-piece, stringed 
orchestras. 

That evening, Sunday, musical 
minded bankers went to the Detroit 
Music Hall for the annual A.B.A. Sun- 
day evening concert. Valter Poole, 
assistant conductor, and the Detroit 
Symphony Orchestra gave a light pro- 
gram of Strauss, Gould, Ponce, Rom- 
berg, McDonald, Rodgers and Sousa. 
Special highlights of the program were 
two solos, Strauss’ ““Tales From The 








Fine party, eh? Greetings and gardenias 


The J. Parkersons, Norfolk, Va., meet the 


Mr. & Mrs. G. Mellinger and the E. Lewises of Detroit get together with some well- 
R. Perrings, Detroit, at the door 


known friends from Clarksville, Tennessee 
































A.B.A. Sunday evening concert—Detroit Symphony, Valter Poole conducting. 


Vienna Woods’”’ and Romberg’s ‘“‘Lover 
Come Back To Me,” by Rose Suzanne 
Der Derian, young soprano who re- 
cently made an auspicious operatic 
debut singing Micaela in the opera 
Carmen with the Philadelphia La 
Scala Opera Company. 


in Greenfield Village 


As the guide conducted a group of 
bankers down the first street of Green- 
field Village, past the old-time print 
shop, the Ford Homestead and the old 
Magill Jewelry Store, he explained 
Henry Ford’s motive in sponsoring the 
Village: “It is a preservation for the 
future of the development of American 
customs and institutions . . .” The 
bankers were ten miles from Detroit, 
near Dearborn, where both Greenfield 
Village and the Edison Institute Mu- 
seum are located on the rural country- 
side. 


Into the Music Hall for an evening of semi-classics 


The question seems to be whether to go Last-minute arrivals hurry as first 


That’s right, Mrs. Strantz, it’s mostly 
in now or a little later number of concert begins 


Strauss on the program 
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Memorabilia in Edison’s laboratory 


After three hours of walking many visitors 
chose this mode of travel 














captures conventioners’ interest 


**Old 999° is inspected by 
H. G. Taylor and K. McDougall 


There was activity in and around 
many of the mills, shops, stores, labora- 
tories, schools and homes of the village. 
The schools, for example, were in ses- 
sion and the visitors were told that 
nearly 300 students attend regular 
classes in the little frame and brick 
buildings that have been transplanted 
(like all of the buildings in the village) 
from their original settings. The red 
brick school where Henry Ford first 
attended school is there, complete with 
its oil lamps, stove and reed organ. 


Around the village ‘“‘green” are the 
Inn, the Chapel, a school, the Court- 
house, the Town Hall, and the General 
Store. The Inn, one of the many build- 
ings that the visitors entered, is fitted 
with the original furnishings from the 
everyday parlor with its rag carpet and 
Currier and Ives prints to the Sunday 
parlor with its haircloth-covered fur- 
niture, lace window curtains, and orna- 
mental fireplace. The bankers were 
told that the first, second, and third 
classes from the village schools have 
their breakfasts in the dining room of 
the Inn, and the other students eat 
their lunches in the historic structure. 


NE of Henry Ford’s best friends 

was Thomas Edison, and the two- 
story clapboard structure where Edison 
made many of his discoveries now 
stands in Greenfield Village. Edison’s 
photographic studio and other build- 
ings are also there. As the visitors 
entered the yard they were asked to 
note the red soil in the Edison yard. It, 
along with the buildings, was brought 
from its original setting in Menlo Park, 
New Jersey. Edison himself visited the 
site shortly before his death. While 
there, seated in his old chair in the 
laboratory, he demonstrated to Henry 
Ford how he prepared his first experi- 
mental carbon filaments for the incan- 
descent light. The bankers saw the 
articles which Edison used at that time, 
and others that he handled, in the 
same position in which he left them. 


Among the other historic buildings 
inspected in the Village were the Noah 
Webster House, the Stephen Foster 
House, Henry Ford’s birthplace, the 
old Blacksmith Shop (complete with 
chestnut tree), the Wright Brothers 


Mr. and Mrs. W. R. Foulkes, Lima, O., 
examine Edison’s first phonograph 


























Greenfield Village, Henry Ford’s tribute to Thomas Edison and the pre-auto days 


Cycle Shop (birthplace of the airplane) Ait, a 
and the old carding, silk, sorghum and ' a 
planing mills. 


How America Grew Up 


Bankers who visited the Edison In- 
stitute Museum (more than 1500 did), 
spent two hours seeing sections de- 
picting American progress in the fine 
arts, agriculture, the household arts, 
manufacturing and power, and trans- 
portation. 

A few sentences from the guidebook 
of the museum tell something of what 
the visitors saw: 

“Mr. Ford named it after his friend 
Thomas A. Edison . . . It is really a 
textbook of human and_ technical 
history. Strangers often ask what 
prompted Mr. Ford to honor the 
memory of Edison. A brief answer is 
that Mr. Ford thought him to have 
been our greatest American. Edison 
was also the first man to encourage him 
in the development of the motor car. ... 

“The main exhibition hall covers The Museum’s collection of toy bank’s recalls a by-gone era 
approximately eight and one half 
acres ... At the west end of the hall are 


C. M. Jones and T. S. Harkison appraise Colorado visitors admire the rare 


Mmes. Harding, Pleasanton, Calif., “Shopping 
World War II tank engine china on display at the Museum 


in the general store 
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*‘Very interesting’ were the favorite words of bankers 
y & 
at Chrysler Laboratory 

















Framed by huge pipes—and bankers—Mrs. R. Coole, Texan, 


at the Laboratory 


Jj. Frey, Chicago; R. Eastburn, 


Five Texas peuple watch Plymouth’s 
Fairfield, Iowa, in the Laboratory 


motor conveyor line as it rumbles by 
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the agriculture and household arts 
exhibits. The central portion of the hall 
is devoted to manufacture, displaying a 
unique power exhibit, including steam, 
combustion and electric devices; to the 
right is the transportation exhibit. A 
street of craft shops lines the south end 
of the hall.” 


Chrysler Engineering Lab 


Many A.B.A. delegates took advan- 
tage of the Chrysler Corporation’s offer 
to go through its new engineering labo- 
ratories and the Plymouth assembly 
plant. 


The engineering laboratories which 
the bankers visited serve all divisions 
of the Chrysler Corporation. With 
their spotless red tile floors and half- 
glass walls, the laboratories remind one 
more of a hospital than a shop where 
combustion engine and automobile- 
parts improvements are derived. 


On one floor, the visitors saw many 
different kinds of machines which are 
used to test parts and materials under 
every physical condition. They saw 
huge dynamometers for research and 
development in brake design—used 
during the war in connection with 
heavy tank engineering work. They 
saw chemical laboratories and plating 
laboratories where rubber and plastics 
were being studied and colors scien- 
tifically chosen. 


They saw the cold rooms, places 
where parts are exposed to extreme dust 
and salt conditions. They saw room 
after room in which different kinds of 
engines were being tested. 


It was explained that the Chrysler 
Corporation spends more than 
$5,000,000 a year on engineering and 
research. 


Science of Flow 


At the Plymouth plant the bankers 
learned that—as in modern bank book- 
keeping operations—the term “‘science 
of flow’ is common in automobile 
manufacture. Into the Plymouth plant, 
reported to be the largest single assem- 
bly operation in the world, come 
millions of parts and sub-assemblies 
which flow through the building on 
overhead conveyors and through vari- 


Bankers learn how Plymouth 
precision brings parts together 


























Bankers spent four hours in the 1,200-acre Rouge plant of the Ford Motor Company 


ous manufacturing processes until they 
are finally incorporated into the finished 
vehicles. 

Body frames arrive on trucks out- 
side and, after hundreds of intermedi- 
ate operations, meet the correct finished 
body at the right place and the right 
time coming from another direction. 

Rough castings arrive in the motor 
manufacturing section and come out as 
parts of a running engine. Sheet metal 
is assembled to make the Plymouth 
front ends and finally, at exactly the 
right instant, each auto grille drops 
from overhead to meet the auto for 
which it is meant. 


The Rouge Giant 


To the A.B.A. men and women 
entering the River Rouge plant of the 
Ford Motor C , it seemed a , 
phn ne f aos alk thai aii Off the assembly line, but not out the door. The wonders 
a factory, of twisted railroad lines, tall of mass production took second place, in the bankers’ 


smoke stacks, cranes, ships, trucks, interest, to the completed, shiny cars. 


Kankers learn how the control board operator A thorough inspection as one comes 


The strip of glass that extends three and 
regulates glass processing off the assembly line 


one-quarter miles daily 
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Among the 57,888 baseball fans were some 500 bankers 


power lines, noise. It seemed unbe- 
lievable that, as they were told, 25 
years ago the 1,200 acres within ‘““The 
Rouge’”’ were farmland. 

But before the visitors left they were 
shown there is very little real confusion 
within the plant, which is the largest 
single industrial operation in the world. 

A ship.canal from the River Rouge 
leads directly to the heart of the plant. 
There overhead cranes bite into the 
holds of the ships, scooping out the ore 
and limestone for the blast furnaces, 
coal for the coke ovens. The cranes 
drop their loads into the storage bins 
along the docks where one and a half 
million tons can be stock-piled. 


CROSS from the storage bins are 
the blast furnaces, where more 
than 2,500 tons of iron will be made 
every day when the newest furnace— 
which some of the visitors saw under 
construction—is completed. Nearby 
are the 183 coke ovens, each of which 
can produce 17.5 tons of coke every 16 
hours. These coke ovens consume 4,500 
tons of coal a day and provide 45 mil- 
lion cubic feet of gas. 

Ladles of hot iron are hauled directly 
into the production foundry or around 
the river basin to the steel mill. The 
production foundry is the only one in 
the country capable of working directly 
with molten blast furnace metal. There 
10,000 Ford workers mold cylinder 
blocks—6,000 every 16 hours—trans- 
mission castings, flywheels, crankshafts 
and other parts. 


Meanwhile other ladle-carloads of 
hot iron are being processed in the steel 
mill. This one building stretches nearly 
a mile through the plant. At one end 
the hot iron is poured into the open 
hearths. It comes out steel and goes 
into the rolling mill where it is made 
into sheets for automobile bodies and 
into bars for other parts. The steel mill 
uses nearly two million gallons of fuel 
oil a month, 600 million gallons of cool- 
ing water, and turns out 70,000 tons of 
steel. The bodies, which were pressed 
into shape in the press shop, move on 
to the conveyor lines where the bodies 
are assembled. 

' These were the basic plants which 
the bank officers saw within the Rouge. 
But there were others there: The power 
plant where enough power is manu- 
factured every day to supply the 
domestic needs of a city of a million, 
the glass plant that makes a sheet of 
glass three and a quarter miles long 
every day, the electric plants which 
make special alloys. To service all this 
is the railroad with 105 miles of tracks 
within the plant, 19 locomotives and 
more than a thousand freight cars. 

To the bank-officer visitors, the 
most impressive idea of the plant’s 
gargantuan size came when they were 
told that it takes 75,000 telephone calls 
a day to help keep things moving. 


At the Bali Game 


About 500 bank officials and their 
wives took advantage of an early 
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“i Ladies see advance showing of winter fashions at Cathedral Room of Masonic Temple 


arrival Sunday to see the Cleveland 
Indians down the Detroit Tigers 4-1. 
The bankers formed part of a 57,888 
attendance, largest crowd of the year 
at Briggs Stadium. Feature of the 
game was the pitching of Cleveland’s 
Bob Feller and Detroit’s Hal New- 
houser. Feller achieved his 18th victory 
of the season against 14 defeats while 
Newhouser attempted his 20th victory 
but was handed his 12th setback. 
Another two-thousand A.B.A. visi- 





**Now this original...’ 
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tors took the ten-minute taxi ride from 
downtown Detroit to the beautiful 
Briggs stadium on Tuesday and 
Wednesday. They munched hotdogs, 
drank pop and cheered games between 
the Detroit Tigers and the St. Louis 
Browns. Banks and trust companies of 
Detroit supplied tickets for the games. 


For Ladies Only 


Perhaps more interesting to the 
ladies than all the industrial and his- 
toric sights of Detroit, were the activi- 
ties at the Cathedral Room of the 
Masonic Temple on Monday noon. 
There, after luncheon, the J. L. Hudson 


Company (department store) gave an 
advance showing of fall and winter 
fashions. 

The narration by Hudson’s fashion 
advisor, Madelyn Coe, held the ladies’ 
rapt attention, but was not entirely 
understandable to this bank reporter. 
‘*Faille is coming back,”’ she said, ‘‘and 
there is a definite trend in wools 
toward the softer and thinner fabrics.” 

Wear for afternoon through evening 
was shown, with accessories. And the 
show, according to Miss Coe, was 
‘“*keyed to the gracious way of living.” 

One emphatic statement at the 
fashion show may interest all: ‘“The 
new look is now the ‘late’ new look.” 


Hmmm...Onme?...Umm... Wel-l... Id like that 
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International uncertainties inject 
big “*if’’ as bankers ponder 
economic outlook 


Tue AUTHORITIES 
LOOK AHEAD 


President’s Address 


JOSEPH M. DODGE 
Retiring President, American Bankers 


Association, and president, The Detroit 
Bank, Detroit, Michigan 

The principal issue before the man- 
agement of every bank is the future 
relationship between the banking busi- 
ness and the Federal Government. This 
has become a problem, partly from 
some of the things which have hap- 
pened in banking in the past; partly 
from a worldwide trend toward more 
centralized government economic and 
financial controls; partly from the very 
nature of the banking business itself; 
and very definitely from the financial 
and economic problems which face this 
country as a result of the war, the for- 
eign situation, and government in- 
flationary policies of the last fifteen 
years. All of these have combined to 
focus attention on the acts of banks as 
a group as they may affect national 
policy, either by helpful contribution 
or by interference. 

Durimg the period of my service as 


an officer of your association, I have 
continuously emphasized the dangers 
of loan expansion under present con- 
ditions and the national problems 
confronting the banking business. I am 
thoroughly convinced that the only 
effective way to combat a trend toward 
centralization is to so conduct the 
individual enterprise that there can be 
no valid excuse for the imposition of 
more and more controls over it. If 
that is to be done successfully, everyone 
must understand the fundamental re- 
lationships between banking and the 
national economy and be willing vol- 
untarily to adjust individual bank 
operations to the issues arising from 
national policy. 

In the matters of finance, bankers 
should be the national leaders in sound 
opinion and in constructive action. 
They are expected to have more knowl- 
edge and understanding of financial 
and economic problems than the aver- 
age individual. But in exercising this 
leadership, it should be remembered 
that it must include a willingness to 


advocate and to support projects for 
the common good which may involve 
some elements of immediate personal 
sacrifice. Good leadership never can be 
based solely on selfish interests. What 
you have done this year is an example 
of its possibilities. 


Inaugural Address 


EVANS WOOLLEN, JR., 
President American Bankers Association, 


chairman of the board Fletcher Trust 
Company, Indianapolis, Indiana. 

We enter a new association year with 
little knowledge of what it may bring 
forth, but we may be reasonably cer- 
tain that its perplexities will be no less 
than those of the past year. We know 
that present conditions dictate a con- 
tinuance of the anti-inflation program. 
We know that whatever the develop- 
ments of the year may be, they will 
involve numerous points of contact 
with the various branches and depart- 
ments of government and with that 
vast personnel. In dealing with govern- 
ment, let us act as representatives of 
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Henry H. Sanger, dean of Detroit bankers, extends official greetings as general convention opens 


business interests but constantly with 
duty as trustees in our sphere for the 
public. Let us be prepared to express 
and to document our opinions and, if 
need be, to assert our rights vigorously; 
but let us approach government with 
minds open to an understanding of its 
problems. By so doing, we shall open 
minds to an understanding of our 
problems. 


Program for Bankers 


JOHN L. McCAFFREY 


President, International Harvester Company, 
Chicago, Illinois 


I want to talk to you about just 
three things. 

The first is what we have come to 
call soil conservation. I am talking just 
as much to the banker from New York 
or San Francisco as I am to the banker 
from central Georgia or western Kan- 


sas. All of us have an equally vital 
stake in the welfare of the land itself, 
even if we have never been closer to 
farming than to drive by on the high- 
way at fifty miles an hour. 

What can you do? What should you 
do? Briefly, you can and should make 
yourself familiar with the basic prob- 
lem of erosion. You should study the 
farms and the particular problems of 
your region. 

Above all, you should be in the 
market, making soil conservation loans. 
Despite government aid, a substantial 
part of any investment required to 
install good soil conservation practices 
must be provided by the farmer. If he 
cannot do it from his own funds, he has 
every right to look to his bank for sup- 
port in a sound program, and he has 
every right to expect that his bank will 
know enough about the subject to give 
intelligent consideration to his problem. 


The second matter I want to talk 
about is education, and especially edu- 
cation in the colleges and universities 
of this country. 

What is the condition of the colleges 
and universities, the schools generally? 
The answer is—they are in trouble. 
They are in trouble over the problem of 
adequate income to pay adequate sal- 
aries to teachers. They are in trouble 
trying to provide the added facilities 
which our increasing population makes 
necessary. 

Historically, the colleges and uni- 
versities have derived most of their 
capital funds from the gifts of well-to- 
do individuals. Now, in their period of 
greatest need, they are finding that the 
spring has gone dry. The tremendous 
burden of taxation on sizeable incomes 
has created a condition where the 
so-called wealthy man simply does not 
have the money any more to make 


Delegates hear practical suggestions for economic stabilization, investment incentive 
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President EVANS WOOLLEN, JR. 


He faces a year marked by domestic, foreign question marks 


large gifts for educational purposes. 

You bankers and we industrialists 
have a stake in that—a big stake. 

The third matter I want to talk 
about is the responsibility I believe all 
businessmen have toward the youth of 
this country—our responsibility to 
help young people get started on use- 
ful, productive lives. 

In this respect, I think the boys and 
girls on the farms and in the rural sec- 
tions have been more fortunate up to 
now than boys and girls in cities. For 
two of the finest youth organizations in 
the world are flourishing among the 
young people of rural America—the 
4-H Clubs and the Future Farmers 
of America. 

No similar organizations exist on a 
national scale in our cities. The begin- 
nings of one, perhaps, have been made 
with the growth of the Junior Achieve- 
ment movement, by which young boys 
start their own small businesses under 
the friendly guidance of experienced 
businessmen. Just as in the 4-H Clubs 
and the Future Farmers, their develop- 
ment and growth are amazing. 


Venture Capital 


GWILYM A. PRICE 
President, Westinghouse Electric 


Corporation, Pittsburgh, Pennsylvania 

Merely to sustain our present na- 
tional structure, more venture capital 
is needed than is now available. If we 
are to come anywhere near the goals 
which are so clearly before us, the 
existing supply must be multiplied 
many times. What is needed to per- 
suade millions of stockholders to add to 
their present stake or to cause other 
individuals to make their first direct 
investment in our country’s future? 
What encouragement should be offered 
that—as in other periods of our history 
—will bring out of nowhere the one- 
man business or partnership that may 
grow to become a mighty industry? 


th 


To all these questions, there is an 
inevitable answer. The wages of ven- 
ture capital are not high enough after 
the tax collector has taken his bite. We 
need an incentive program for the for- 
gotten man—the stockholder, the 
owner and enterpriser. 

In order to provide this incentive, 
two corrections, I think, must be made. 
First, eliminate the double tax on divi- 
dends by providing that dividends in 
the stockholder’s hands shall be free 
from income-tax liability. The present 
practice of taxing income twice is both 
inequitable and unethical; but its 
greatest fault is that it stands squarely 
in the way of enlarged productive 
facilities, lower costs and prices, higher 
living standards, and continued full 
employment. 

The second step to be taken to end 
the dangerous drought of venture capi- 
tal is to place a fixed, reasonable 
limitation on that portion of a man’s 
income which can be taken by the gov- 


As A.B.A. division presidents, they review the year’s progress an. 
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ernment in income taxes .. . it might be 
generally agreed that a man deserves 
and should get at least half of the 
results of his efforts. 


Banking Outlook 


DR. MARCUS NADLER 


Professor of Finance, New York University. 
New York City 


The Immediate Outlook for Banking: 

(1) The total volume of bank de- 
posits will not witness any material 
change from the present level. 

(2) The volume of loans is likely to 
increase as a result primarily of the 
increase in prices, wages, and produc- 
tion costs. So long as the inflationary 
forces continue, industry and trade will 
need more working capital to finance 
the present volume of production and 
distribution. Many small and medium- 
sized corporations may, however, not 
be able to obtain all their credit 
requirements. 

(3) The movement of loans, how- 
ever, will not be uniform. Large corpo- 
rations will continue to endeavor to 
meet their cash requirements through 
long-term loans from insurance com- 
panies, and this in turn may reduce the 
volume of loans made by commercial 
banks to such corporations. 

Small banks in many parts of the 
country are already lent up to the 
limit. It is not uncommon to find com- 
mercial banks in some sections whose 
loans amount to 60 per cent or more of 
their total volume of deposits. These 
banks will undoubtedly be forced to 
adopt a more careful lending policy. 

The Trend of Interest Rates: Interest 
rates have firmed and in all probability 
will witness a further minor firming in 
the not distant future. Emphasis should 
be placed on the word “minor,” how- 
ever, for a repetition in the money 
market of what took place in 1920 is 
out of the question and cannot happen 
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Past President JOSEPH M. DODGE 


**“Government is using far too large a part of the total resources”’ 


if for no other reason than the position 
of the Treasury and the certainty that 
drastic credit control would convert 
the present prosperity into a serious 
depression. The increase in interest 
rates will very likely assume the fol- 
lowing pattern: a further increase in the 
rate of return on short-term govern- 
ment obligations followed by an in- 
crease in the discount rate and a further 
rise in the over-the-counter rate. In all 
probability, we will also witness an 
increase in the yield on long-term AAA 
corporate bonds as well as state and 
municipal obligations. The time is not 
far off when long-term AAA corporate 
obligations will sell to yield 3 per cent 
or better. 

The Broader Outlook: The long 
range outlook for banks will depend 
largely upon general developments in 
the country. If the spiral of inflation 
continues in 1949 and the volume of 
loans should increase faster than now 
expected, then the new Congress is 


L. A. TOBIE 





bound to give consideration to new 
banking legislation. 


Centralized Bank Supervision 


GORDON D. PALMER 


President, First National Bank, 
Tuscaloosa, Alabama 


We have been awaiting with some 
concern the report of the Special 
Government Reorganization Commis- 
sion, of which former President Hoover 
is chairman. 

The Commission is scheduled to 
make its report to the next Congress, 
and the studies and proposed recom- 
mendations to date have been of a 
confidential nature, yet the ““American 
Banker” and other publications have 
indicated that the Commission is con- 
sidering a centralization of banking 
supervision in the Federal Reserve 
System which would emasculate the 
Office of the Comptroller of the Cur- 
rency and reduce the Federal Deposit 


ELWOOD M. BROOKS 





ship. 
This division has no quarrel with 
those who seek economy and efficiency 
in government but we do believe in 
checks and balances in government, 
and we cannot see where a concentra- 
tion of power such as has been intimated 
can be in the public interest. Nor can 
we see where such a plan would reduce 
the cost of government, for the Office of 
the Comptroller of the Currency is 
maintained almost entirely by fees 
assessed against national banks. 


Government Bonds 


FRANK C. RATHJE 
Eeeeisent, Mutual National Bank and 


icago City Bank and Trust Company, 
Chicago, Illinois 

Government bonds should always 
constitute a sound investment for 
money. They should not be a medium 
for speculation. Speculation in govern- 
ment bonds for the purpose of gaining 
a profit on the interest differential, and 
a market-wise profit as well, has never 
been heretofore, is not now, and cannot 
in the future be a justified activity in 
or outside of the banking business. For 
these indiscretions, the banks of the 
nation have paid, and are now paying, 
an unjust penalty. 

Uppermost in the minds of the 
bankers is the much discussed govern- 
ment bond support program main- 
tained by the Federal Reserve System. 
There are those who favor the abandon- 
ment of that bond support program, 
and there are others who favor its con- 
tinuance as it is now maintained. Full 
intelligence warrants the inquiry as to 
the source of the current urge to 
abandon the Federal support program. 
It can be said that such an urge does 
not come from the rank and file of the 
bankers of the nation. Some groups 
outside the banking system may want a 
fluctuating bond market, careless alike 
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JOHN L. McCAFFREY 


Presents tangible ways bankers can serve their communities 


of sunshine or storm, With a bond 
market at par, or above, we have lived 
in the sunshine. A bond market mate- 
rially below par might well provoke a 
storm. 


Bank Management Policy 


A PANEL. Moderator, Norfleet Turner, presi- 
dent, First National Bank, Memphis, Tennessee: 
Preston Delano, Comptroller of the Currency: 
Lawrence Clayton, Board of Governors, Federal 
Reserve System; H. Earl Cook, director, Federal 
Deposit Insurance Corporation. 

Discussing bank management policy 
regarding loans, Mr. Delano warned 
that we are at a dangerous point on 
the inflationary spiral and advised a 
conservative viewpoint instead of “‘try- 
ing to press luck too far.”’ 


Turning to the question of invest- 
ment policy, Mr. Clayton predicted 
unofficially that short term rates will 
continue to advance, and expressed the 
hope that banks will shift from long 


term Government securities into shorts, 
instead of into loans. 


As to the most desirable application 
of bank earnings, Mr. Cook had four 
suggestions: 1. Retain a major portion 
of earnings as capital. 2. Build up re- 
serves. 3. Make proper and prompt 
charge-offs. 4. Be sure to have adequate 
fidelity coverage. 


It was agreed that the critical foreign 
situation emphasizes the importance 
of putting banking’s house in order for 
whatever lies ahead. 


State Banking System 


ELWOOD M. BROOKS 
President, Central Bank and Trust Company, 


Denver, Colorado 
After intensive study and analysis of 
the banking laws and practices in the 
48 states and the District of Columbia, 
a tentative draft of a model State 
Banking Code was completed in 1948. 
Copies of the draft are now in the hands 


of all state bank supervisors and state 
bankers associations for comment and 
criticism. 

It is recognized that banking prac- 
tices and traditions vary greatly from 
state to state, so that complete uni- 
formity of state banking laws is neither 
desirable nor possible. On the other 
hand, certain fundamental principles 
of banking supervision and regulation 
would, if adopted by all states, add 
strength, prestige, and authority to the 
state banking system. 

It is intended, therefore, that the 
completed code will serve chiefly as a 
guide to banking departments and 
state legislatures desiring to undertake 
revision of their banking laws. Failure 
on the part of the states to accept their 
responsibility in many phases of gov- 
ernment aids and abets the centraliza- 
tion of authority in the Federal Gov- 
ernment. This fact is recognized in 
state bank supervision, and we feel 
that the Code will be of great assist- 
ance in maintaining a proper balance 
of the sovereign powers. 


State Bank Supervision 


DR. HAROLD STONIER 
Executive Manager, American Bankers 


Association, New York City 

Cutting through every problem of 
any consequence that will be presented 
to us during the next two years, I think 
will be the problem of the attacks 
against what we call the dual banking 
system. We had an opportunity to 
observe this in the demand for in- 
creased reserve requirements; it is in 
the report of the Hoover Commission. 
You are going to find that this question 
of dualism is going to be attacked 
under either a Democratic or Republi- 
can administration. 


The question is not one of the matter 
of efficiency on economic grounds. It is 
nice to have an efficient government, 


Their talks range from investments to personnel to economics 


FRANK C. RATHJE 


DR. K. McFARLAND 


FRED I. KENT 





Burroughs Clearing House 





























NORFLEET TURNER 


PRESTON DELANO 


LAWRENCE CLAYTON 





H. EARL COOK 


A panel discussion on bank management policy regarding loans, investments and use of earnings 


but you can also have an efficient gov- 
ernment that is a tyrannical govern- 
ment. The dual banking system affords 
us protection against such tyranny. 

Our most effective barrier is a strong 
system of state supervision that we can 
defend. 


Free Enterprise 


FRED I. KENT 
Director, Bankers Trust Company, 


New York City 

It seems inevitable in a human world 
that pressure groups develop which 
desire special consideration. Govern- 
ment should aim to maintain an equi- 
librium between pressure groups that 
will furnish protection for all the people. 
Where it does not do this, hardship is 
inevitable, and the greatest good for 
the greatest number cannot exist. 
When a government begins to intro- 
duce bureaucracies, freedom of the 
people is curtailed, unnecessary costs 
are created, and the ability of those in 
the bureaus is misapplied. 

It does not seem to be generally 
realized by the people that excessive 
and wasteful government expenditure 
is not only at the bottom of our present 
inflationary period, but that it also is 
the reason for the destructive taxation 
which exists in this country today. 


Leadership 


DR. KENNETH McFARLAND 
Superintendent of Schools, Topeka, Kansas 


The person who succeeds in the 
rapidly changing and difficult business 
conditions ahead must be a big person- 
ality. These people are characterized by 
several distinguishing traits. First and 


October, 1948 


foremost, they are gracious. The big 
man never tries to impress his employ- 
ees with the fact that he is the boss. 

Big men are not defeated by the yap- 
pings of little men. When you climb 
out of a rut, you must expect bumps. 
But it is how the bumps affect you that 
determines your caliber. Little men are 
flattened by them and never get up 
again. Big men are molded, shaped, 
and tempered by them until they be- 
come those great, rugged giants that 
stand out separate and apart on the 
mountainside. 


Importance of Thrift 
L. A. TOBIE 
President and Treasurer, Meriden Savings 
Bank, Meriden, Connecticut 


We savings and mortage men have 


an opportunity to exercise restraint on 
the inflationary aspects of the housing 
business. If we adequately promote 
savings and thrift, our influence on 
inflation will be most effective. 

After several years of unusual growth, 
the savings in banks have begun to 
slow up. Savings deposits in savings 
and commercial banks increased 2.5 
per cent during the year ending June 
30, 1948. However, in the last six 
months, the rate of increase was only 
1.2 per cent. It is therefore important 
that banks not only continue their 
efforts to encourage thrift and saving, 
but increase them. 

In order to attract savings, some 
savings banks have increased their in- 
terest rate from 11% per cent to 2 per 
cent, and some of the commercial banks 
have increased the amount on which 
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GWILYM A. PRICE 


Urges tax reform to take hobbles from economic incentive 


they will pay their maximum interest 
rate. 

In addition to increases in interest 
rate, important work is being done 
through advertising and promotion 
campaigns and in the field of school 
savings. Our recent survey reveals that 
an additional sixty banks have either 
resumed their activity in school sav- 
ings or entered the field. School savings 
banks are now operating in over 4,000 
schools with over 1,300,000 children 
participating. During the last school 
year, these children deposited $15,000, 
000, and they have in their bankbooks 
over $45,000,000. 


Savings-Mortgage Panel 


A PANEL. L. A. Tobie, president and treasurer, 
Meriden Savings Bank, Meriden, Connecticut; 
William A. Marcus, senior vice-president, Ameri- 
can Trust Company, San Francisco; Rowland R. 
McElvare, senior executive vice-president, Bank 
for Savings, New York City; Howard B. Smith, 
treasurer, Middletown Savings Bank, Middle- 
town, Connecticut; and H. R. Templeton, vice 
president, The Cleveland Trust Company, Cleve- 
land, Ohio. 


In the field of home building and 
ownership, banks should stress the 
value of work and production, rather 
than the use of further government 
crutches in the form of subsidies or 
guaranties, the mortgage panel con- 
cluded. 

Members of the panel urged bankers, 
when extending credit, to continue to 
look at the integrity of the borrowers 
and the soundness of the security of- 
fered. The outlook for the mortgage 
lending business continues to remain 
uncertain by reasons of changing eco- 
nomic conditions and particularly be- 
cause of political action at Washington 
and international happenings abroad. 

It was also developed that all previ- 
ous records of home construction are 
apparently broken in 1948, according 
to reports which indicate that approxi- 
mately one million residential units are 
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under construction. Large numbers of 
people have failed to recognize these 
great accomplishments, it was stated, 
being blinded in part by the knowledge 
that the housing shortage has not yet 
been fully cured; and the public does 
not fully realize that liberal financing 
terms, which made this volume of con- 
struction possible, have been a stimulant 
which, if carried to excess, could prove 
most harmful to the economy of the 
nation. 


Trust Division Aids 


R. M. ALTON 


Vice-president in charge of Trust Department, 
United States National Bank, 
Portland, Oregon 


Next month, you will receive notice 
of the publication of a new “Handbook 
on Common Trust Funds’ published 
by our Committee on Common Trust 
Funds. This is a revision of the hand- 
book first published in 1939. If your 
institution has a common trust fund 
now, or is remotely contemplating one, 
I recommend you get a copy of this 
new handbook. 

Within the next month, our Com- 
mittee on Trust Information will have 
off the press a 72-page small-sized 
manual on “Staff Relations with Trust 
Customers.” This is no throw-away 
pamphlet designed for quick reading 
by employees, but a substantial text- 
book, designed for use as basic study 
material in staff conferences and classes. 

A third project, brought to com- 
pletion by our Committee on Oper- 
ations for Trust Departments after 
many months of work, is a set of five 
docket forms and administrative check 
sheets, primarily for smaller trust insti- 
tutions. These docket forms cover 
“Trust under Will,” ‘Trust under 
Agreement,” “Executor or Adminis- 
trator,” “Guardianships,” and ‘‘Cus- 
tody-Agency-Safekeeping.”’ 





For the past two years, our Com- 
mittee on Costs and Charges has been 
working on a revision of “‘A Guide to 
Trust Fees with Recommended Cost 
Accounting System.” I urge your care- 
ful study of the trust cost accounting 
handbook when it is off the press. 

Our Committee on Relations with 
Life Underwriters, working jointly 
with a similar committee of the Na- 
tional Association of Life Underwriters, 
is a notable example of how efficient 
cooperation can be achieved between 
two national groups. Next month, 
these committees will have off the press 
a revision of their “Handbook on Life 
Insurance and Trust Councils.” 


Revenue Act of 1948 


JOHN W. REMINGTON 
Vice-president and Trust Officer, Lincoin 


Rochester Trust Company, Rochester, 
New York 

Many people today are puzzled 
about the term, ‘marital deduction,” 
and until the Treasury Department 
issues its regulations construing the 
amendments of the Federal Estate Tax 
Laws enacted April 2, 1948, there 
necessarily will be doubts. 

The new law permits husbands and 
wives to bring about favorable tax 
results through their own planning and 
actions, of course aided by attorneys 
and trustmen. Fortunately, these re- 
sults are accomplished in a way that 
does not seek to change the property 
rights of married people. 

Division of property need not be 
made to produce the desired estate tax 
savings. The rules apply whether the 
persons planning their estates are mem- 
bers of community property or com- 
mon-law states. 

In order that property may qualify 
for the marital deduction, certain 
fundamentals must exist: 

The transfer can be outright by will, 
joint accounts and joint holdings of 
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personal property, real estate held by 
the entirety, living trusts (if they form 
a part of the taxable estate), gifts in 
contemplation of death and through 
rights of intestacy. 

_ Other trust arrangements which will 
prove effective must give the spouse all 
the income at least annually, contain a 
general and exclusive power of appoint- 
ment during life or at least over the 
principal (including the power to ap- 
point to the donee’s estate), and ex- 
clude anyone else except the spouse 
from any rights in the principal. 

Proceeds of insurance policies pay- 
able to or for the benefit of a surviving 
spouse in which such survivor has the 
sole interest in income and principal, 
or in income and disposition of prin- 
cipal, will be excluded from Federal 
estate taxes if they meet the other 
general tests imposed by the Act. 

In other words, it can be stated that 


Country bankers turn out for Agricultural Breakfast, presided over by Charles T. O’ Neill 


the marital deduction will not be 
allowed if the trust contains a remar- 
riage clause, limits the income so that 
a spouse receives only a part, permits 
the trustee to advance principal to 
children or to anyone other than the 
spouse, or allows anyone other than the 
spouse to direct in any way the manner 
in which the principal shall be dis- 
tributed. 


Fifty Years of Trust Service 


RALPH STONE 
Retired president anc chairman of the 


board, The Detroit Trust Company, 
Detroit 

For the record, just a paragraph as 
to the history of the Trust Division. It 
was organized at St. Louis, Missouri, 
on September 22, 1896, with 17 mem- 
bers. The first annual meeting was held 
in Detroit, August 18, 1897, with 117 
members. There are now 2,871. 


New trends, and a look back, feature trust program 
J. W. REMINGTON 


RALPH STONE 
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I would like to discuss two problems 
which are of vital present concern to 
you. 

The first of these is: does the small 
trust department pay, and if not, what 
should be done about it? 

The central principle of what I have 
in mind is the one well-known in the 
manufacturing business; viz., the 
greater the volume, the less the pro- 
portion of the overhead chargeable to 
the output, and therefore the greater 
the profit. So why not combine all the 
small trust departments in each com- 
munity so that the increased volume 
will be efficiently administered by one 
working organization, which, natu- 
rally, would be very much smaller than 
the combined organizations of the 
departments so combined and, in fact, 
just as, if not more, efficient in its 
administration? Let this combined or- 
ganization be a trust company with the 
stock owned by the banks which sur- 
render their trust departments. In this 
way, the profits of a business large 
enough to make money will return to 
the banks. 

Now as to the second problem—your 
duty to the beneficiaries of your trusts 
who are in the “‘fixed income” group, 
those who are being ground between 
the upper millstone of rising costs of 
living and the nether millstone of con- 
stantly reducing income from invest- 

ments. 

I do think that this is an occasion 
upon which it is proper to urge you to 
dedicate a part of your time to par- 
ticipation in public service to exert 
your influence in bringing about cor- 
rective measures which will result in a 
measure of relief to your trust bene- 
ficiaries and the other so-called ‘‘for- 
gotten” groups. I think it is not only 
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R. R. McELVARE 


H. R. TEMPLETON 


L. A. TOBIE 


H. B. SMITH W. A. MARCUS 


Mortgage panel warns against excessive liberalism in home financing 


proper but in the line of your official 
duty to use part of your working hours 
in this way. There is no better way of 
serving your trusts. 


The State Secretaries 


HARRY C. HAUSMAN 
Secretary, Illinois Bankers Association, 


Chicago, Illinois 

At the French Lick meeting last 
spring, there was considerable discus- 
sion on the matter of bringing about 
greater cooperation between the state 
and national association through a 
reconsideration of the titles and func- 
tions of certain officers in the A.B.A. A 
committee was appointed and progress 
is being made. The whole objective, of 
course, is to create the most effective 
means of cooperation. 

The further objective of your admin- 
istration this year has been to bring to 
the state associations a constructive 
program that would make the state 
associations more helpful to their mem- 
ber banks. Through the year we have 
been in communication with the secre- 
taries and the result of that effort has 
been the organization of this annual 
meeting, which we believe is different, 
particularly to the extent that we are 
presenting a planned and well-rounded 
program. 


State Association Program 


FORD B. RUSSELL 
President, The Farmers National Bank 


& ‘Trust Company, Ashtabula, Ohio 

With perhaps a few exceptions, each 
state association should sponsor a 
minimum program somewhat as the 
following: 

1. An A. I. B. committee that will 
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develop a desire on the part of bank 
management to increase the knowledge 
and efficiency of junior officers, tellers, 
and clerks. 

2. Legislative Committee. While 
the main job of this committee is to 
prevent the passage of what is con- 
sidered bad banking legislation, an- 
other duty is to work for the correction 
of existing legislation when necessary, 
and occasionally to promote new legis- 
lation when that appears advisable for 
the good of banking in general. 

3. Tax Committee. Closely allied 
with the Legislative Committee is the 
Tax Committee. Banks stand out in 
the open as a favorite target for sources 
of revenue in various states. 

4. Agricultural Committee. In Ohio 
the committee sponsors farm field-days 
in different sections of the state. Indi- 
vidual farms are visited and a study 
made of the production and history of 
various fields; a report is given of 
results obtained from recommended 
practices. This involves actual trips 
over the farms. 

5. Consumer Credit Committee. 
State association officers can be of real 
help in assisting the smaller banks of 
their state in the proper setting up and 
operating of a consumer credit depart- 
ment. 

6. Public Relations. Much must be 
done in the future by banks in the field 
of advertising and public relations if 
we are to do a half-way creditable job. 
This ought to be a major project for 
every state bankers association. 

7. Bank Management Committee. 
The bank management committee of 
any bankers association can be of in- 
valuable assistance and service in con- 
vincing the banks of their state of the 


necessity of modern service charges. 

Time does not permit commenting 
on the activities of the trust committee, 
protective committee, and others—all 
of which is an integral part of a well 
run bankers association. 


State Association Program 


MERLE E. ROBERTSON 
President, Liberty National Bank and 


Trust Company a’ ~ [ren Louisville, 
y. 

When I became president of the 
Kentucky Bankers Association in Oc- 
tober, 1944, the income from dues was 
about $14,000 per year and that was 
about the budget. When I went out of 
office in October, 1946 thedueshad been 
raised to provide an annual income of 
about $22,000 per year and the great 


Finds dualism under attack 


DR. HAROLD STONIER 
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majority of banks had agreed to a 
special assessment of about $25,000 per 
year for three years and a budget of 
expenditures set up to about use it all. 

A number of things have been ac- 
complished in Kentucky with the 
increased funds available. Kentucky is 
essentially an agricultural state. The 
association employed John Graham, 
one of the best county agents in the 
state. He makes numerous visits, holds 
fine agricultural meetings and has 
brought about a closer relationship 
between the banker and farmer. 

We use the radio, thirteen stations 
with two spot announcements from 
each station. This year, under Presi- 
dent Dick Williams from Sommerset, 
the association had the best confer- 
ence, (summer school of banking), it 
has ever had. 

The main thing is that with a con- 
structive program we had no trouble 
selling it to the bankers of the state 
and getting the money. 


State Association Ladder 


FRED W. GREENE 
Executive Secretary, North Carolina 


kers p noe Mn Raleigh 

We are determined to promote study 
and experiment to the extent of pro- 
ducing that which gives each of us a 
basic ladder for climbing toward excel- 
lent association leadership. 

Craftsmanship, a philosophical back- 
ground of duty, will furnish our lower 
rung. Acceptable public relations from 
the association and through the banks 
will give a second step. Thus, we shall 
continue to move. Educational pro- 
gramming through schools and con- 
ferences—with specialized activities in 
agriculture, trust seminars, clinics, 
American Institute of Banking chapters 
or study groups—needs further devel- 
opment. Contests—methods and values 
of use—pose a problem. Bulletin copy, 





DR. MARCUS NADLER 


He predicts future pattern of deposits, loans, interest rates 


content and methods of distribution 
demand improvement. The usefulness 
of publications requires careful study 
in the selection of copy, advertising, 
format, feature planning, and cost 
revisions. Special services to associa- 

tion members through bond service, 
pension plans, and insurance programs 
are essential. Convention organization, 
requiring specific organization and cost 
accounting in minute detail, needs 
attention. What about association group 
activities? Do they not need refurbish- 
ing and revitalizing? Research—its op- 
portunities, methods and costs—pro- 
vokes serious thought for study. Staff 
organization—for the effective han- 
dling of divisions of labor, state legis- 
lative techniques, and A.B.A. and 
state association coordination—stands 
ready for revamping. Business man- 
agement—finance and future planning 
—cries for revision. Each of these in its 
proper place, when carefully analyzed, 


will form the basis for a ladder of 
improved services to member banks. 


Europe Today 


DR. WILLIAM A. IRWIN 
Economist, American Bankers Association 


Addressing country bankers at the 
annual agricultural breakfast, Dr. 
Irwin characterized the food situation 
in Western Europe he recently visited 
as being bad if judged by American 
standards and “not too bad”’ if judged 
by Continental standards. He added 
that he never saw finer crops than 
those produced this summer in such 
countries as Belgium, Holland, Eng- 
land and Scotland. 

While reconstruction and industrial 
revival is continuing apace in some of 
the countries, Dr. Irwin said the ten- 
sion between rival groups in France 
was extreme, and he predicted develop- 
ments making for drastic action there 
before the year-end. 


They explore ways of diversifying and strengthening state association programs 


FRED W. GREENE 


FORD B. RUSSELL 


M. E. ROBERTSON 
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The new officers’ records indicate 


capable guidance of A.B.A. activities 


during the coming year 





VANS Woollen, Jr., A.B.A. presi- 
dent for 1949, began carving his 
niche in the association’s hall of 

leaders two years ago. 

His understanding of social and 
political developments and their effects 
upon banking was evident when, as 
president of the A.B.A. Trust Division 
in 1947, he prepared what became a 
widely acclaimed address on this 
subject. 

It was this understanding which, 
possibly more than any other factor, 
earned him the association vice-presi- 
dency this past year. Mr. Woollen is 
chairman of the board of Fletcher 
Trust Company, Indianapolis. 

The association’s new vice-president, 
F. Raymond Peterson, is chairman of 
the board, First Paterson National 
Bank and Trust Company, Paterson, 
New Jersey. A native of Kansas, Mr. 
Peterson began his banking career at 
the State Bank of Girard, Kansas, 
while a high school student in 1914. 

His experience as a bank examiner in 
four of the twelve Federal Reserve dis- 
tricts preceded his entrance into day- 
to-day banking. In 1936 Mr. Peterson 
was elected executive vice-president of 
the First National Bank, in Paterson, 
and advanced to his present position 
following the merger of the First and 
the Paterson National banks in 1946. 


Continuing as A.B.A. treasurer for 
the second year was Frank P. Powers, 
president, Kanabec State Bank, Mora, 
Minnesota. 

New officers of the various A.B.A. 
divisions also were elected at the con- 
vention. The president in each instance 
served as vice-president during the 
past year. 


National Bank Division: President, 
W. W. Campbell, president of the 
National Bank of Eastern Arkansas, 
Forrest City, Arkansas. Mr. Campbell 
is a past president of the Arkansas 
Bankers Association, and has been 
active on many A.B.A. committees, es- 
pecially those dealing with agriculture. 

Vice-president, William B. Gladney, 
president of the Fidelity National Bank 
of Baton Rouge, Louisiana. Following 
his graduation from Wake Forest Col- 
lege and his return from military service 
in World War I he became assistant 
cashier of the Citizens National Bank, 
Monroe, Louisiana. He has served with 
his present institution since 1938, and 
became its president in 1944. 

The chairman of the division’s exec- 
utive committee is Lawrence C. Bucher, 
president, Lincoln National Bank, 
Cincinnati. 
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State Bank Division: President, 
Frank L. King, president, California 
Bank, Los Angeles. Mr. King, who is a 
leading figure in Los Angeles civic or- 
ganizations, has served in many capaci- 
ties on A.B.A. and state association 
committees, and was chairman of the 
executive and legislation committees in 
the State Bank Division two years ago. 

Vice-president, Claude E. Bennett, 
president, Tioga County Savings and 
Trust Company, Wellsboro, Pennsyl- 
vania. Mr. Bennett, who was advanced 
from the post of chairman of the execu- 
tive committee of the division, has 
been with the Tioga bank since 1904. 
He was elected treasurer in 1907 and 
president in 1920. Mr. Bennett is a past 
president of the Pennsylvania Bankers 
Association. 

The chairman of the division’s exec- 
utive committee is John Q. McAdams, 
president, Winters State Bank, Winters, 
Texas. 


Savings and Mortgage Division: 
President, William A. Marcus, senior 
vice-president, American Trust Com- 
pany, San Francisco. A native of San 
Francisco, Mr. Marcus began his bank- 
ing career in 1911 with the Savings 
Union Bank and Trust Company, pre- 
decessor to American Trust. After as- 
sociation with other California institu- 


Presidents of the four divisions and the State Association section 
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Joseph M. Dodge (third from left) congratulates incoming president Evans Woollen, Jr., following the inaugural 
ceremony at the concluding session. At the left is F. Raymond Peterson, new vice-president. Dr. Harold 


Stonier, A.B.A. executive manager, is at right. 


The outgoing president and the executive manager greet the new Association officers 


tions he assumed charge of American 
Trust’s real estate loan department as 
vice-president in 1937. 

Vice-president, Rowland R. 
McElvare, senior executive vice-presi- 
dent, The Bank for Savings, New York 
City. Mr. McElvare’s banking career 
began in 1917, shortly after he received 
his M.A. from Columbia University. 
Starting as a financial researcher at the 
National Bank of Commerce, New 
York, he rose to vice-president. In 1929 
he joined The Bank for Savings as 
executive vice-president. 


Trust Division: President, H. M. 
Bardt, vice-president and senior trust 
officer of the Bank of America N. T. & 
S. A., San Francisco. Holder of an 
LL.B degree from the University of 
San Francisco, Mr. Bardt has been 
admitted to practice in California and 
the Federal courts. His legal back- 
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ground, plus several years as an 
accountant and auditor, were stepping 
stones to his banking career which 
began in 1928. He has been affiliated 
with Bank of America since that time. 
Vice-president, John W. Remington, 
vice-president and trust officer, Lincoln 
Rochester Trust Company, Rochester, 
New York. Mr. Remington, advanced 
from the post of chairman of the exec- 
utive committee, is a graduate of the 
University of Rochester, and holder of 
a law degree from Harvard. After 
several years as an assistant United 
States attorney he joined the Lincoln 
Alliance Bank & Trust Company in 
1930, which later merged with the 
Rochester Trust & Safe Deposit Com- 
pany into his present institution. Mr. 
Remington is an alumnus of the Gradu- 
ate School of Banking, class of 1937. 
The new chairman of the division’s 
executive committee is Raymond H. 
Trott, president, Rhode Island Hos- 


Newly elected vice-presidents of the various association branches 


A. MILLER 








pital Trust Company, Providence, 
Rhode Island. 


State Association Section: Président, 
Paul W. Albright, general secretary of 
the Savings Banks Association of New 
York. Mr. Albright first served with 
the South Brooklyn Savings Institu- 
tion in 1914 and assumed his present 
position in 1925. He is also assistant 
secretary-treasurer of the Savings 
Banks Trust Company, and assistant 
treasurer of the Institutional Securities 
Corporation, both of New York City. 

Vice-president: Andrew Miller, exec- 
utive secretary, Washington Bankers 
Association, Seattle, Washington. Mr. 
Miller, New York born, served as sec- 
retary of the California and Oregon 
Bankers Associations prior to assuming 
his present position in 1940. His back- 
ground includes several years of service 
with bank and financial institutions. 
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A. B. A. sets goals for coming year— 
Resolutions focused on Inflation, Hous- 
ing, Bank Holding Company Legislation 





Chairman Earl Muir reads .. . 


N a world where the battle is drawn 
between totalitarian forces seeking 
through ‘dictatorship to regulate 

every act of people’s living, and a civil- 
ization of liberty, we must all be on 
guard to protect principles which made 
this country uniquely great. 


Inflation 


One penalty of this great economic 
upsurge has been inflation. The price 
level is rising, which always carries 
with it social injustices and economic 
maladjustments which are the seed of 
future depressions. 

The causes of our present inflation 
are largely beyond the control of bank- 
ing as they are primarily due to huge 
government spending which is fur- 
thered by public policies brought about 
through the influence of pressure 
groups both in Congress and in govern- 
ment administration. 

To the end that the bankers in their 
own business may avoid adding to infla- 
tion, we pledge ourselves to a vigorous 
program of education and action. 

Over the past year organized bank- 
ing has held many meetings over the 
country to study bank lending and find 
ways to eliminate such lending as may 
contribute to inflation and has sought 
to educate both bankers and customers 
in the wise use of credit. The trend of 
bank loans has shown the effective- 
ness of this program. 

Bankers have also supported the 
government’s anti-inflationary pro- 
gram in redistributing the debt through 
the sale of savings bonds. 

As citizens, bankers also recognize 
the necessity for restraint in govern- 
ment spending and the building of 
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bureaucracies which foster other in- 
flationary influences against the public 
interest. ; 

We are especially sensitive to the 
inflationary threat to our economy car- 
ried in the payment by government of 
subsidies that can only be met through 
taxation. 


Housing 


Banks of the country have had a 
substantial share in financing the hous- 
ing needs of the Nation, especially 
those of veterans. Our experience in 
this field reveals the acute difficulty of 
meeting the crying demands for new 
housing without at the same time forc- 
ing up the prices of houses to a point 
where they are beyond the reach of the 
people who need them. Pumping more 
government money or easier credit 
into building makes the situation worse 
rather than better. 


Bank Holding 
Company Legislation 


The Association recognizes a general 
interest on the part of government 
agencies, banks and bank holding com- 
panies for the enactment of appropri- 
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ate and effective bank holding company 
legislation. 

Conferences are now in progress be- 
tween the Federal Reserve Board and 
interested government agencies and 
others in an effort to arrive at a sub- 
stantial agreement on the nature and 
content of legislation to be proposed. 

The Executive Council of the Asso- 
ciation adopted a statement of policy 
at French Lick, on April 20, 1948, 
which supported the principle of such 
legislation. 

The Association therefore urges that 
the Congress take prompt action de- 
signed to place under effective super- 
vision bank holding companies, to 
regulate the creation of new bank 
holding companies, and to require the 
separation from such companies of all 
non-banking activities. 

Therefore the officers of this Associa- 
tion are hereby directed to use their 
best efforts to obtain prompt enact- 
ment by the Congress of such bank 
holding company legislation as will be 
in the public interest, in keeping with 
sound banking and in conformity with 
the established principles of the Ameri- 
can Bankers Association as expressed 
in a resolution of this Association 
adopted at Boston in 1937. 


Resolutions Committee prepares its important report 
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Itsa personalized service 


your bank will want... 
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It’s a complete service in beautiful, full-color Gift Checks . . . and it’s 
sweeping the country! Over 400 banks in 38 states have discovered how 
their customers appreciate this brand-new solution to the “gift” prob- 
lem . . . how the Gift Checks themselves help to bring in new customers 
as well. 


They’re offered to you, imprinted with your bank’s name! Each Gift Check 
is specially designed and lithographed in full color and there’s one for 
every widely observed gift occasion. Each check has a matching greeting 
card jacket and a mailing envelope as well. 
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Gift Check promotions will not only further personalize your banking 
service, but add new names to your customer list. The service provides, 
at no extra cost to you, a manual of operations and a supply of 
operational forms. Promotional material such as folders, showcards, 
and newspaper mats are available at cost. Send today for information 
and specimen checks. 


GIFT CHECKS FOR THESE OCCASIONS 








1. Graduation 4. Father's Day 7. Christmas 
2. Wedding 5. Birth 8. Easter 
3. Wedding Anniversary 6. Birthday 9. Special Occasion 


10. Mother's Day 
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Manufacturers 
Trust Company 


Head Office: 55 Broad St., New York 15, N. Y. 
Member Federal Deposit Insurance Corporation 
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protects your building investments 
five ways / 





No other framing material can match the permanence, strength and 
Longer Life rigidity of steel. Uniform quality and the accuracy to which Stran-Steel 
members are cut assure durable construction. 
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Reduced Fire Hazards Incombuntible Stran-Steel creaming. in constipation with non-inflammable 
material, produces a fire-resistant structure at minimum cost. 


Stran-Steel Framing provides freedom from warping, shrinking and rot- 
Lower Maintenance Costs ting. It is termite-proof and fungus-proof. Plaster cracks and sagging 
doors and windows are virtually eliminated. 


Steel framing is an accepted assurance of lasting, uniform quality through- 
Uniform Quality Throughout out—a favorable factor in attracting prospective buyers. Stran-Steel 
Framing helps keep buildings salable over a longer period of years. 


By eliminating costly on-the-job cutting, pre-cut, pre-punched Stran-Steel 
Speedier Construction Framing assures earlier, more economical erection and more immediate 
returns to the investor. 












Stran-Steel Framing has now been used in America’s most useful and versatile building 


residences, garden-type apartments, multiple -the Stran-Steel-framed arch-rib Quonset. 
dwellings, commercial and industrial build- 


ings for over ten years. Back of its high qual- GREAT LAKES STEEL CORPORATION 


ity are the reputation and facilities of the stran-Steel Division + Dept. 76 » Penobscot Building + Detroit 26, Michigan 
Great Lakes Steel Corporation, producers of A UNIT OF NATIONAL STEEL CORPORATION 








# THE- VERSATILE DEMONSTRATES 
THE VALUE OF STRAN-STEEL FRAMING i ai 
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THE PERSONALITY SPOTLIGHT 








Latest example of the current 
bank merger trend is the move to 
consolidate two downtown Boston 
commercial banking institutions with 
long histories, The National Rock- 
land Bank and the Webster and Atlas 
National Bank. 

The consolidated bank will be 
named the Rockland-Atlas National 
Bank of Bos- 
ton, and will 
have combined 
resources in ex- 
cess of $85,000,- 
000. H. Fred- 
erick Hage- 
mann, Jr.,is 
scheduled to be- 
come president 
and executive 
head. Edward 
Motley will be- 
come chairman 
of the board, and Roger Amory will 
be honorary chairman. Mr. Hage- 
mann has become well known to 
bankers nationally through his serv- 
ices as chairman of the A. B. A. 
Committee on Treasury Savings 
Bonds. He is also a member of the 
influential A. B. A. Committee on 
Government Borrowing which acts 
in an advisory capacity to the Secre- 
tary of the Treasury. 





H. F. HAGEMANN, Jr. 
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Charles E. Thwaite, Jr., vice- 
president of Trust Company of 
Georgia Associates and the Trust 
Company of Georgia in Atlanta, has 
been elected president of The Fourth 
National Bank at Columbus, Geor- 
gia. George P. Swift, Columbus 
industrialist, has been named chair- 
man of the board. 

Mr. Thwaite succeeds R. C. Dun- 
lap, Jr., president since 1944, who 
resigned to be- 
come associated 
with his family’s 
business in 
Macon. The 
new president’s 
bank career 
dates back to 
1934 when he 
joined The First 
National Bank 
and Trust Com- 
pany in Macon. 
He later became 
manager of the personal loan depart- 
ment, Trust Company of Georgia, 
then vice-president of The National 
Exchange Bank of Augusta, and last 
year was named vice-president of 














Cc. E. THWAITE, Jr. 
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Trust Company of Georgia. 

Mr. Swift, president of the Musco- 
gee Manufacturing Company, has 
served as chairman of the Columbus 
bank’s executive committee for a 
number of years. 
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New president of The United 
States National Bank of Denver is 
Thomas M. Dines, who succeeds 
J. Howard Fer- 
guson, now vice- 
president of the 
Republic Na- 
tional Bank of 
Dallas. Mr. 
Dines, a_ vice- 
president since 
1943, has been 
with the bank 
since 1935. He 
is also chairman ~- 
of the board, 
Livingston (Montana) State Bank. 
His father, Thomas A. Dines, is board 
chairman of the Denver institution 
and remains active. 

Lester W. Hall has been promoted 
to executive vice- 
president of the 
U.S. National. 
He joined the in- 
vestment depart- 
ment in 1937, after 
bank examiner 
experience, and 
became vice- 
president in 1943. 
Raymond C. 
Erickson, head of 
the credit depart- 
ment, has been advanced to assistant 
vice-president. 





T. M. DINES 





L. W. HALL 
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George QO. Stone has been elected 
first vice-president and a director of 
the First National Bank of San 
Antonio, Texas. Mr. Stone resigned 
as president of the Broadway Na- 
tional Bank of Alamo Heights, Texas, 
to accept the position. 


o 


Charles W. Reinking succeeds 
the late Frank P. Doyle as president 
of the Exchange Bank, Santa Rosa, 
California. Mr. Reinking joined the 
bank in 1924, was advanced through 
the ranks to vice-president in 1937 
and executive vice-president and 
director in 1941. 

: 


Recent advancements at the 
Second National Bank of Union- 








town, Pennsylvania, include Edward 

Hamer, president; Paul Malone, 

executive vice-president; Clarence 

Moyer, vice-president. Mr. Hamer 

succeeds the late Robert J. Arnett. 
+ 


James M. Ball, Jr., has retired 
as vice-president and cashier of 
First & Merchants National Bank of 
Richmond, Virginia. Former As- 
sistant Cashier John Y. Green, 
Jr., has been advanced to cashier, 
and Joseph Wharton and Samuel 
Crane have been promoted from 
assistant cashiers to assistant vice- 
presidents. 

* 


The new president of the Second 
National Bank of Philadelphia is 
William G. 
Semisch, for- 
mer vice-presi- 
dent and cash- 
ier. He suc- 
ceeds Robert 
L. Hilles, presi- 
dent for.11 
years, who has 
been elected 
chairman of the 
board. Other 
newly-elected ee 
officers of the bank are Aaron W. 
Hardwick, vice-president; and Ken- 


neth J. Barber, cashier. 
cc 


A nationally known bank credit 
man, Ray C. Wilson, has been 
advanced from 
vice-president 
to senior vice- 
president of the 
First Security 
Bank of Utah, 
National As- 
sociation, and 
elected a mem- 
ber of the advi- 
sory board. He 
will be in charge 
of all banking 
operations at 
the First South office, Salt Lake City, 
largest in the First Security system, 
and also will head the 8th South 
office. Mr. Wilson has served as 
president of the National Association 
of Credit Men, and of the Intermoun- 
tain Association of Credit Men. 

Other First Security changes are 
as follows: Raymond M. Smith, 
vice-president, has been transferred 
to the Exchange Place office where 
he will be in charge of the commer- 
cial banking department. Roscoe 
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M. Grover, assistant vice-president 
at the Exchange Place office, is re- 
turning to the First South office with 
additional executive responsibilities. 


° 


Bennett Broderick, former super- 
visor of consumer credit for the 
First Security group of banks in Utah, 
Idaho and Wyoming, has joined the 
Morris Plan Company of California 
as, office manager at Oakland. 


e 


Indicating the importance that 
banks are currently attaching to 





time deposits, The Bank of Virginia 
has named Ralph F. Bagwell to the 
new position of director of savings. 
Formerly state director of the U. S. 
savings bond division in Florida, 
Mr. Bagwell will have charge of the 
bank’s savings development program 
throughout Virginia. 
7 


Two brothers, with a combined 
service of 75 years, were recently 
honored by the First National Bank 
of Meadville, Pennsylvania. In a 
seven-column newspaper ad, featur- 
ing portraits and an intimate histori- 
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Christmas 


no obligation. 


a ee is coming > erie 


Christmas has a way of arriving sooner than we Sac 

think. That's why NOW is the time to order your 
Savings Club 
McNally. Based on an intimate knowledge of 
banking methods, Rand McNally Savings Club 
Systems contain many special features, including 
the exclusive use of registered protective safety 
paper. Complete materials for every type of 
system ere available, individualized to your order. 
Write for samples and complete details TODAY — 


RAND MSNALLY & COMPANY 
Systems Division 


536 S. Clark Street 
111 Eighth Avenue 
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cal sketch, the bank commemorated 
Auditor Jesse W. Hunter’s 39 years 
of ‘service and Vice-president Fred 
C. Hunter’s 36 years in an unusual, 
but well-received, manner. A’ third 
Hunter brother is associated with 
another Meadville bank, but—the 
ad observed in small type—‘‘does 
Ford plug Chevrolet?” 


° 


Eugene S. Northrop has been 
promoted from as- 
sistant to vice- 
president at the 
main office of 
Manufacturers 
Trust Company, 
New York City. 
A graduate of the 
Graduate School 
of Banking and a 
member of Robert 
Morris Associ- 
ates, Mr. North- 
rop has been with the bank since 
1931. 





E. S. NORTHROP 


» 


After two years with the California 
Bank, Los Angeles, John S. Hart- 
well has been named assistant vice- 
president. He formerly was associ- 
ated with Manufacturers Trust Com- 
pany and the Federal Reserve Bank 
in New York. Darwin A. Holway, 
who joined the California Bank staff 
in June after serving as assistant 
cashier at Continental Illinois Na- 
tional Bank & Trust Company, 
Chicago, has also been promoted to 
an assistant vice-presidency. 


e 


Lloyd B. Hatcher, vice-president 
of the Trust Com- 
pany of Georgia, 
has been placed in 
charge of the in- 
vestment depart- 
ment to succeed 
J. W. Means who 
has resigned to be- 
come a partner in 
Courts & Co., At- 
lanta investment 
banking firm. For 
the past two and a 
half years, Mr. Hatcher has been the 
New York representative of the bank. 


o 


When A. L. ‘‘Abe’’ Wilson, Jr., 
journeyed from Oklahoma City to 
Fort Worth recently to become presi- 
dent of the Trinity State Bank, he 
received a real Texas ‘‘hello.”” To 
greet the newcomer, a caravan of 
Fort Worth businessmen lined the 
highway at suburban Haltom City. 
Many Oklahomans escorted Mr. 
Wilson to his new home, and as one 
of them (a former North Fort Worth 
Kiwanis Club president) stepped 
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A Bank Is Known... 


... by its willingness to take care of its 
customers’ requirements. Your inquiry 
on any phase of correspondent banking 


is cordially invited. 





CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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No Insurance Program Designed 
to Protect and Conserve Assets 
is Complete Without Credit Insurance. 
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WHY MORE BANKS ARE RECOMMENDING 
CREDIT INSURANCE 
TO PROTECT BUSINESS PROFITS! 


An increasing number of banks are 
advising customers to carry American 
Credit Insurance because their receiv- 
ables are extremely important assets... 
need protection at ALL times . . . but 
especially NOW with the slowing down 
of payments and with business failures 
climbing. 


American Credit insures your customers 
against unforeseeable events that can 
turn good credit risks into bad debt losses. 
That’s why manufacturers and whole- 
salers throughout the country . . . in over 
150 lines of business ... now have Amer- 
ican Credit policies which GUARANTEE 
PAYMENT OF ACCOUNTS RECEIVABLE. 


[ 55" Yat | 


In addition to paying your customers if 
their customers should fail, American 
Credit policies also enable them to get 
cash for long past due accounts. Your 
customers can insure one account, a 
selected group, or all accounts . . . and 
the banks may now be included as a named 
assured without charge. 


If your customers’ accounts receivable 
are not protected, their insurance cover- 
age is incomplete. For additional informa- 
tion about Credit Insurance, phone the 
American Credit office in your city, or 
write today to the American Credit 
Indemnity Company of New York, Dept. 
49, Baltimore 2, Md. 
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GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 
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from the chartered bus he was 
arrested by the local police chief on 
“lunacy” charges for having left 
Fort Worth. Then Mr. Wilson was 
handcuffed for purportedly attempt- 
ing to take money from Trinity State 
Bank back ‘“‘into Indian territory.” 
All was eventually forgiven, however, 
and the Oklahomans were guests at 
an open house. 
° 


After 22 years with the Industrial 
National Bank-Detroit, Keith G. 
Cone has joined 
the La Salle Na- 
tional Bank, Chi- 
cago, as vice-presi- 
dent and manager 
of the personal 
credit depart- 
ment. He will di- 
rect all the bank’s 
installment lend- 
ing activities. At 
the Industrial Na- 
tional, Mr. Cone 
was vice-president in charge of the- 
loan servicing division and a member 
of the senior loan committee. He is 
well known for his A. I. B. activities, 
both nationally and as president of 
the Detroit chapter. 


. 


K. G. CONE 


Associated with banking for more 
than 40 years, Milton D. Reinhold, 
vice-president and cashier of The 
Philadelphia National Bank, died 
recently at his home. 


o 


Milford H. Whitmer has resigned 
as president of the Citizens National 
Bank of Spring- 
ville, New York, 
to become  vice- 
president of the 
Manufacturers 
and Traders Trust 
Company, Buf- 
falo, where he will 
assume charge of 
the bank’s Dun- 
kirk office. Mr. 
Whitmer was for- 
merly associated 
with several other banks in New York 
state, and the Buffalo branch of 
the Federal Reserve Bank. 


° 





M. H. WHITMER 


The promotion of Ben H. Briscoe, 
cashier of the Mississippi Southern 
Bank, Port Gibson, Mississippi, to 


| vice-president and cashier, was re- 


cently announced. 
Sl 


Dr. J. Marvin Peterson, former 
head of the department of economics 
at Miami University, Oxford, Ohio, 
has been named director of research 
for the Federal Reserve Bank of 
Minneapolis. Dr. Peterson succeeds 
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“The Complete Line of 


BRANDT 


A complete line of Coin Handling Machines is manufac- 





















tured by the Brandt Automatic Cashier Company, thus 
this company is in a position to fully serve bankers with 


their requirements for this type of equipment. 






BRANDT AUTOMATIC CASHIER CO, 
WATERTOWN, WISCONSIN 


We should like to have further information covering 
the following BRANDT equipment: 


[1] AUTOMATIC CASHIERS 

[] COIN SORTERS AND COUNTERS 

(1) COIN COUNTERS AND PACKAGERS 
[1] COIN STORAGE TRAYS 

(0 Also inform us about BRANDT COIN WRAPPERS and BILL STRAPS 


Bank Name........... 








I ssi dahil ectisotinscotiides 





City Zone State 








**Brandt’’ and ‘'Cashier'’ registered United States Patent Office 
and Canadian Trade Marks .Office 8-10 
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Get G/W Safeguard Plan for Easier, 
Quicker Filing and Finding! 


When you transfer your 1948 correspond- 
ence from your active files, you’ll do your- 
self a favor by starting your 1949 files with 
the “Safeguard” Filing Plan. 
“SAFEGUARD” is a simple and easy 
method of filing. With five minutes’ expla- 
nation, anyone can file and find swiftly and 
accurately. It eliminates “Find-i-tis” (the 
inability to find what has been filed), and 
makes filing a pleasure, not a task. 





FREE “FIND-1-TIS*” 
BOOKLET 


Fascinating, easy-to-read, yet packed 
with facts that simplify filing. Ask for 
it at your Globe-Wernicke dealer, or 
write to Globe-Wernicke Co., Norwood, 
Cincinnati 12, Ohio. 

*Inability to find what has been filed. 


+ Globe - Wernicke 


FILING EQUIPMENT AND SYSTEMS 


The “Safeguard” Plan is economical, too. 
Because, in addition to the time and money 
it will save you in the operation of your 
files, it also will enable you to expand your 
files when needed. 


The “Safeguard” Plan comes ready-pack- 
aged for one to four drawers of letter-size 
filing. Guides, folders, labels, everything 
—including an easy-to-follow instruction 
sheet. See your local Globe-Wernicke dealer 
for complete information. 


Office Furniture 
Bookcases 
Stationers’ Supplies 











Dr. Paul,W. McCracken, who has 
resigned to become associate profes- 
sor of business conditions at the 
University of Michigan. 


o 


Active in Oklahoma banking circles 
for nearly 40 years, Carl B. Sebring 
has resigned as State Bank Commis- 
sioner to become Oklahoma City 
manager of the Reconstruction Fi- 
nance Corporation. 


° 


Charles A. Briggs, II, has been 
appointed vice- 
president and 
trust officer of The 
County Trust 
Company, which 
maintains 18 of- 
fices in Westches- 
ter County, New 
York. Mr. Briggs 
has had long ex- 
perience in trust 
work, having been 
vice-president and 
director of Fiduciary Counsel, Incor- 
porated, with which he was associ- 
ated for 16 years. 








C. A. BRIGGS, II. 


William C. Connett, executive 
vice-president of the First National 
Bank, St. Louis, has been appointed 
to the Missouri-Illinois commission 
to plan development of the St. Louis 
metropolitan area. 


Sd 


After 21 years of banking experi- 
ence, J. Leonard 
Smith has been 
advanced to the 
position of cashier 
at the National 
City Bank, Dallas, 
Texas. He has 
served as auditor 
and later comp- 
troller of the bank 
since 1942, when it 
was known as the 
Liberty State 
Bank. Mr. Smith is past president 
of the Dallas conference of Bank 
Auditors and Comptrollers. 








J.L. SMITH 


* 


Matthew J. Gregus, formerly 
comptroller of The First National 
Bank and Trust Company, Bay 
Shore, New York, has been advanced 
to an assistant vice-presidency. 
Louis Komarek, formerly with the 
Manufacturers Trust Company, New 
York City, was appointed comptrol- 
ler to succeed Mr. Gregus. 


- 


S. Albert Phillips, vice-president 





of the First National Bank of Louis- 
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ville, Kentucky, recently received a 
golden loving cup “for distinguished 
service rendered by a native son’”’ at 
the Laurel County (Kentucky) home- 
coming. Mr. Phillips is a past treas- 
urer of the American Bankers Associ- 
ation. 
* 


The election of John F. Sullivan 
as associate trust officer: of the 
American Trust 
Company, Char- 
lotte, North Caro- 
lina, was recently 
announced. Mr. 
Sullivan was as- 
sociated with the 
Federal Reserve 
Bank of Richmond 
for 14 years prior 
to his recent ap- 
pointment. He 
was the first trust 
examiner at the Richmond Federal 
Reserve branch after specializing in 
the field at the State Banking De- 
partment of North Carolina in the 
early 1930's. 


J. F. SULLIVAN 


* 


Ray A. Ilg, vice-president, Na- 
tional Shawmut Bank, Boston, re- 
cently was guest of the Secretary of 
the Navy, John L. Sullivan, in wit- 
nessing training maneuvers off Cuba. 
He was one of a small group of busi- 
nessmen invited to “see for them- 
selves” current activities of the Navy 
Department. 

? 


Recent changes at the Helena, 
Montana, branch of the Federal Re- 
serve Bank of Minneapolis include 
the assignment of Assistant Vice- 





president Clarence W. Groth to 
the branch, and the resignation of 
Assistant Cashier Clinton J. Larson 
to become vice-president of the Con- 
rad National Bank, Kalispell, Mon- 
tana. Mr. Groth has been an exam- 
iner for the Reserve Bank since 1943, 
after 20 previous years of service 
with the bank. 


+ 


P. O. Peters, assistant vice-presi- 
dent and manager of the crop and 
livestock loan department at the 
First National Bank of Arizona, 
Phoenix, has resigned his position 
because of ill health. Lyle L. Young 
assumed the management of the 
crop and livestock loan department 
last month upon Mr. Peters’ retire- 
ment. 

. 


The appointment of Theodore 
Colombo as trust officer of Colonial 
Trust Company, New York City, 
was recently announced. Mr. Co- 
lombo was formerly associated with 
Continental Bank and Trust Com- 
pany, New York City. 

Sd 


The East River Savings Bank, 
New York City, recently announced 
the appointment of Walter H. Nel- 
son as assistant mortgage and real 
estate officer, and Walter G. Dris- 
coll as appraiser. Both men have 
been with the bank for almost ten 
years. 

7] 


Charles F. Nagel, assistant vice- 
president at Provident Trust Com- 
pany, Philadelphia, has been ad- 
vanced to vice-president. In addi- 








to render special services. 


Your needs will be met by 


thorough, modern methods. 
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EXPERIENCED 
CORRESPONDENT 


American Security cordially invites 
your account on the basis of long 
familiarity with conditions in the 
Capital combined with the ability 
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tion, the bank has added to its 
official staff six officers of the newly 
acquired Northern Trust Company. 
Named vice-presidents are William 
C. Harter, formerly president of 
Northern Trust, and Clinton S. 
Stiefel, Walter T. Andrews and 
Kenneth B. Crawford, formerly 
Northern Trust vice-presidents. 
John M. Morrissey has been ap- 
pointed trust tax officer and August 
F. Seemet assistant treasurer. 


° 


Well known as a bank consultant, 
Marshall Corns has joined Wolf and 
Company, Certi- 
fied Public Ac- 
countants. He will 
head their bank 
division which 
renders account- 
ing, management 
and consulting 
services to banks. 
Mr. Corns for- 
merly was presi- 
dent of his own 
organization 
specializing in a management engi- 
neering capacity to banks, and was 
for many years an operating officer in 
one of the Chicago banks. 


2 


Frank J. Grahn has succeeded 
V. W. Peterson as cashier of the 
Kanabec State Bank, Mora, Minne- 
sota. Mr. Peterson continues as 
secretary-treasurer of the Kanabec 
Credit Company, an affiliate corpo- 
ration. Mr. Grahn served as assist- 
ant cashier for three years prior to 
his advancement. 





M. CORNS 


4 


Earl B. Shaw has resigned as 
vice-president and director of the 
First National Bank of Erie, Penn- 
sylvania, and has been succeeded by 
Roy C. Mauer. Other new vice- 
presidents include L. V. Ahrens, 
formerly cashier, and E. F. Ahrens 
and Charles J. Heimberger, for- 
merly assistant cashiers. J. J. Shaw 
and E. V. Lett are new assistant 
cashiers. 

+ 


Walter J. Brewer and Harvard 
Palmer were recently elected assist- 
ant vice-presidents of the Seattle- 
First National Bank. Mr. Brewer 
served in the bank’s trust depart- 
ment and Mr. Palmer is an attorney. 


After 53 years of continuous serv- 
ice E. Herbert Smith has retired as 
executive vice-president and secre- 
tary of the First Trust Company of 
Tonawanda, New York. Charles 
H. Till has been elected vice- 
president and secretary. 


Burroughs Clearing House 











October, 1948 


suit 


/ 


nuh 


(ae 
ee 7 


Affiliated with 
/Etna Life Insurance Company 


HARTFORD 15 


AUTO PLAN 


“We recently made a very careful analysis of 
our automobile lending business. We found 
that in the past ten months, automobile loans 
averaging approximately $825 each had 
been made to 7,320 individuals. 


“‘We do not use a master policy and every 


customer who uses our money for the financ- 
ing of automobiles buys insurance through 
an independent insurance agent. A total of 
709 insurance agents participated in the 
transactions completed in the past ten 
months. 

“Within the foreseeable future, we antici- 
pate no change in our policy regarding the 
Bank and Agent Auto Plan. However, we 
believe a lot more could be done to promote 
the Plan and that representatives of the in- 
surance companies, insurance agents and 
the banks could well afford to get together 
again soon for the purpose of taking advan- 


tage of the existing opportunities.” 


Paul M. Welch 

Vice President 

Citizens and Southern National Bank 
in Georgia 





Automobile Insurance Company 


Standard Fire Insurance Company 
CONNECTICUT 

































35 YEARS AGO 
CHRISTMAS CLUB 


: PIONEERED WITH 
ceeatcl| \ Piha <== FRAMINGHAM TRUST COMPANY 


f Framingham, Massachusetts 
“ a 















Back in 1913, when the first water entered 
the Panama Canal, the Framingham Trust Com- 
pany, Framingham, Mass., joined with Christmas 
Club in offering a new service to its depositors. 
This service has been maintained most profitably 
ever since. 


Through sound financial planning and execu- 
tion, the progressive management of this company 
has made an outstanding record of accom- 
plishment during the past 35 years. In 1913, 
RAYMOND L. HALIARD the total assets of the Framingham Trust Com- 

TREASURER pany were $81 4,000.00. As of July 30th, 1948, 
Framingham Trust Company its total assets were $12,308,092.00. 


Financial executives of ability and vision are 
quick to see the advantages which Christmas Club brings to a bank. 
When Christmas Club is installed it brings with it more than the depositors’ 
money. It is also a creator of business for banks. 


Christmas Club members, making weekly deposits in your bank, 
soon think of it as their bank and become made-to-order. pros- 
pects for the many other financial services you have to offer— 
a sresagunareas ro arias & 174 = Banks that have Christmas Club are Banks that grow. 







hyisnas, Club 
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SPONS ORED BY Y THE INCORPORATED” ; 
ORGANIZATION CHRISTMAS CLUB oe v7 
rf Q@ corporation + FOUNDED BY HERBERT F. RAWLL 
DUE THIS WEEK 4, ie ASN 341 MADISON AVENUE, NEW YORK 17, N. Y. 
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CANADIAN BANKING 








By JAMES MONTAGNES 




















Vancouver (left) and New Westminster B of M branches 


Glass Fronts 


Panes of plate glass, reaching two 
stories into the air, highlight two Bank 
of Montreal branches. The huge, 
transparent facades set off the re- 
modeled Chinese branch in Vancouver, 
and the suburban branch at New 
Westminster a few miles away. 

The lower two-thirds of the Chinese 
branch window is of fluted glass, 
separating the manager’s office from 
the street, and clear glass rises the 
remaining distance. The interior in- 
cludes recessed ceiling lights, sound- 
proofing and pastel colored walls. The 
entire staff is Chinese except the 
manager. 

A night view of the branch at New 
Westminster brings out the beauty of 
design. Replacing an ancient domed 
structure, the new building abutts a 
hilly incline. For added protection 
the bank’s vaults are built into the 
side of this hill. Full view of all bank- 
ing operations is afforded by the 
extensive use of glass, and a skylight 
extending over most of the lobby ad- 
mits abundant daylight. 


* ° o 


Bank Nationalization 


Should the Co-Operative Common- 
wealth Federation, Canada’s socialist 
party, gain power in the Federal 
Parliament, the first job the party 
faces is the nationalization of the ten 
Canadian chartered banks. This was 
decided at the 1948 biennial national 
conference of the CCF party at Winni- 
peg in August. 

Canadian bankers are watching with 
care the policies of the party, for it 
has grown in strength in recent years, 
being the official government for a 
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second term in the Province of Sas- 
katchewan, and being for the first 
time the official opposition in the 
Provincial Government of Ontario, the 
most populous Canadian province. 
In the 1949 or 1950 Federal elections, 
the CCF stands a chance of becoming 
the official opposition. If the present 
swing of urban and labor voters con- 


tinues in favor of the party, the threat . 


to old-line parties in the next Federal 
election will increase. 

In addition to the socialization of 
the chartered banks, the party pro- 
poses to socialize the Canadian Pacific 
Railway, the coal, primary steel, meat 





packing, farm implement, fuel and 
power industries, according to the plat- 
form adopted at Winnipeg. 

While the CCF met, a Labor Gov- 
ernment bill to nationalize the banks 
in Australia was ruled ultra vires by 
the Australian Supreme Court. A 
similar ruling could be expected here, 
if necessary, because the principle on 
which the Australian decision was 
based also holds true in Canada. 

+ * S 


Bank Appointments 


George C. Hitchman has _ been 
appointed manager of the London, 
England, branch 
of the Bank of 
Nova Scotia. 
He has served 
in various 
branches of the 
bank in Canada. 

Ralph Frise 
has been ap- 
pointed man- 
ager of the pub- 
licity depart- 
ment of the 
Bank of Nova 
Scotia, a new department, with office 
at Toronto. He has been with the 
bank for 25 years in various branches. 








G. C. HITCHMAN 











“TRADING...WITH CANADA” 


The restoration and enlargement of foreign 
trade is now the urgent task of industry and busi- 


ness everywhere. 


The Dominion Bank with branches and agents 
from coast to coast in Canada and correspondents 
in the commercial centres of the world offers its 
extensive facilities to those interested in developing 
their trade or business associations with Canada. 


Enquiries of any nature will be welcomed by our 


Foreign Department. 


THE DOMINION BANK 


Established 1871 


CANADA 


Head Office: Toronto 


ROBERT RAE, General Manager 


Private wire system between New York, Toronto and Montreal 


NEW YORK AGENCY... 





. 49 WALL STREET... 


. A. W. RICE, Agent 
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A combination you don’t get 








te with other air-shipping methods 


Special pick-up and delivery at no extra cost. Your 
shipments are picked up promptly when you call; 
* fast delivery to consignee’s door. 


You get a receipt for every shipment. One-carrier 
& responsibility. Complete security. 


Assured protection, too—free valuation coverage up 
to $50; 10 cents for each additional $100 or frac- 
~ tional part. 


These advantages, plus 21 others, make Air Express the 
best and fastest way to ship. Your shipments go on every 
flight of the Scheduled Airlines— repair parts, equipment, 
finished items keep moving to where they’re needed. Reach 
any U.S. point in hours. Phone local Air Express Division, 
Railway Express Agency, for fast shipping action. Specify 
“Air Express” on orders for quickest delivery. 


FACTS on low Air Express rates 


22 lbs. machine parts goes 700 miles for $4.73. 

10 lbs. printed matter goes 1000 miles for $3.31. 
30-lb. carton of new fashions goes 500 miles for $4.61. 
Same day delivery in all these cases if you ship early. 





AIR EXPRESS 


these advantages 





Banks Aid Immigrants 


With over 100,000 immigrants ex- 
pected this year, a number of Canadian 
banks have started campaigns to have 
these new residents become their cus- 
tomers. Typical are the activities in 
this field of the Royal Bank of Canada 
and the Bank of Montreal. 

The Royal Bank has published a 
well-illustrated booklet in English, 
French and Dutch. These booklets 
feature the natural resources, agricul- 
ture, industry, government, education 
and culture, as well as the banking 
system in the Dominion. The last 
pages of the booklets list all the 
branches of the bank, its services, in- 
cluding loan facilities, and brief statis- 
tics about Canada. A map of Canada 
is included in each edition. 

The Bank of Montreal has issued 
folders in English, Dutch, French and 
Polish, featuring a map of Canada, a 
list of Canadian money and its foreign 
equivalent in each instance. The 
Polish edition contains reproductions 
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Rates include pick-up and delivery door 
to door in all principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of THE uU.s. 








Vieddziesiat centaw 
(pot dotara) 


Jednostkami kanadyjskich pieni¢dzy sq centy i dolary. 
100 centow réwna si¢ jednemu dolarowi. 
Przed wojng cent odpowiadal 5 groszom. 








From Polish “‘welcome’’ folder 


of all Canadian coins and bills up to 
$10, with values given in English and 
Polish. 

Both banks use their widely-spread 
offices throughout Canada and Eng- 
land, and representatives on the conti- 
nent, to keep informed of immigrant 
movement. Foreign language folders 
and booklets are followed by personal 
letters from local branch managers. 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


Warehouse Receipt Loans against inventory . . . stored 
right on your customer’s own premises . . . enables 
you to extend maximum credit service with mini- 
mum risk to those customers requiring accommoda- 
tions in excess of your open line limits. Our Field 
Warehouse Service is preferred by hundreds of banks. 


* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. * Healey Bidg., Atlanta 3, Ga. * 60 State St., Boston 9, 
Mass. * 14 Lafayette Square, Buffalo 3, N. Y. * Liberty Life Bldg., Charlotte 2, N. C. 
120 So. LaSalle St., Chicago 3, Ill. * Thomas Bidg., Dallas 1, Texas * National Bank 
Bidg., Detroit 32, Mich. * Roosevelt Bidg., Indianapolis 4, Ind. * 121 W. Forsyth St., 
Jacksonville 2, Fla. * 520 W. Seventh St., Los Angeles 14, Calif. * First National 
Bank Bidg., Memphis 3, Tenn. * 16 So. Broad St., Philadelphia 2, Pa. * Keystone Bidg., 
Pittsburgh 22, Pa. * 222 Spring St., Shreveport 69, La. * 8th & Locust Sts., St. Paul 1, 
Minn. * 243 Kearny St., San Francisco 8, Calif. * University Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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1. IN THE EVENT OF FIRE, ISN’T IT UNFAIR TO EXPECT MY 
EMPLOYEES TO DELAY THEIR OWN ESCAPE AND RISK THEIR 
LIVES TO CARRY LEDGERS TO VAULT PROTECTION? 


The Rekordesk 2-hour safe will automatically close in less than a 
minute after pressing the electric switch button. Clerks can get out 
immediately, knowing that the Rekordesk will close and the bolts 
lock the door automatically. 





2. ISN’T IT INEFFICIENT TO ASK MY EMPLOYEES TO HAUL 
LEDGER CARD TRAYS TO AND FROM THE VAULT AT OPENING 
AND CLOSING TIMES EVERY DAY? 


Your clerks will save time-wasting steps when you provide Rekordesk 
“point-of-use” protection for your records, No need to leave your vault 
open when a teller works overtime. 15,000 records within easy reach 
for counter-height reference or posting. Many banks find that one 
Rekordesk Safe has sufficient capacity to house all their master records 
of personal loans, mortgages, Christmas Club accounts, etc., as well as 
their regular savings accounts and signature cards. 





3. ISN’T IT MY RESPONSIBILITY TO PROVIDE ‘ROUND-THE- 
CLOCK, 24-HOUR FIRE PROTECTION FOR THESE ESSENTIAL RECORDS? 


The Rekordesk Underwriters’ and SMNA safe labels assure the most 
complete protection of customer data. These labels attest to 2-hour fire 
endurance, as well as drop and explosion testing. Four of the six largest 
mutual savings banks in this country find Rekordesk’s on-the-spot 
protection more practical than part-time, expensive vault space. 








4, \sN’T IT JUST GOOD BUSINESS TO PROVIDE MY BANK WITH 
REKORDESK ADVANTAGES OF INCREASED SAFETY AND EFFICIENCY? 


Space doesn’t permit us to tell you all that the Rekordesk safe can 
contribute in this respect, but we will be happy to explain why over 
400 banking institutions wouldn’t be without Rekordesk advantages. 
Phone your local Diebold offices, or write Diebold, Inc., 1570 Fifth 
Street, S.W., Canton 2, Ohio and ask for the Rekordesk safe brochure. 













The Rekordesk safe is suitable for both 
unit posting and dual posting. 


BANK DIVISION 


Diebold 4 


Now includes 
YORK VAULTS ¢ McCLINTOCK ALARMS “& 


BANK VAULT EQUIPMENT + BURGLAR 

ALARMS, SAFES, CHESTS AND VAULT 

DOORS + MICROFILM + ROTARY, VERTICAL 
AND VISIBLE FILING EQUIPMENT 


Backed by the world’s largest bank 
service organization 
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THE BOOKLET COUNTER 
































Dollars-and-cents report on retirement fund benefits 


New Booklets 


Tax Savings for Employees un- 
der Approved Retirement Plans 
- « « Explains how employees pay no 
tax on deposits made to their credit in 
retirement funds or on their interest 
earnings until they actually receive the 
money. Even at retirement man and 
wife can receive up to about $3,500 
annually, tax free. Excellent “sales 
talk’”’ to employees for banks planning 
or now offering a retirement program. 


Why Kill the Goose? ...A 
streamlined version of the “best-seller” 
published by The Foundation for 
Economic Education. An easy-read- 
ing booklet that questions the loose 
statements and ideas about private 
enterprise and profits, and that gives 
answers based on authoritative statis- 
tics. Single copies are available with- 
out charge and bulk supplies may be 
obtained at nominal charges from the 
Foundation. 


Better Offices . . . A new idea in 
office planning available in kit form is 
described in this illustrated brochure 
offered by a manufacturer of scale 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 
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model furniture. Advocating visual 
advance preparations when remodeling 
or moving, the pamphlet lists and 
describes the kit equipment, which 
includes miniature desks, tables, files, 
bookcases, partitions, pillars and plan- 
ning board. 


Establishment of Branches in 
Belgium .. . A progressive Brussels 
bank lists geographical, economic, 
legal, political and labor advantages of 
Belgium as the site for European 
branches of U. S. corporations. Based 
on the assumption that Europe “is 
now well on its way to become again a 
first rate field for profitable invest- 
ment,” the case for Belgium is clearly 
set forth in this pamphlet. Banks 
whose customers.include.large..corpo- 
rations may wish to call this publica- 
tion to their attention. 


How to Invest . .. After your 
bank customers have provided for a 
home, insurance, education and an 
emergency fund they often come to 
you for advice on investing their sur- 
plus. This study, by the publishers 
of “‘How to Read a Financial Report” 
(BCH, June, 1947), offers a program 
of interest both to bank officers and 
their customers. The publication in- 
cludes suggestions for.the investments 
of a man with $500 annual “surplus,” 
which should come close to the needs 
of the average new investor. 


Contents of 399 Employee 
Magazines . . . Your house organ 
editor and everyone connected with 
this phase of employee relations will 
do well to digest the 72 pages of de- 
tailed information and reproductions 





of actual publications contained in this 
work, prepared for Metropolitan Group 
policyholder companies. Methods of 
handling everything from official an- 
nouncements, through health and 
safety education to quizzes and inquir- 
ing photographer pages are explained 
by way of example. Limited single 
copies are available to BCH readers. 


Still Timely 


Personnel . .. A description of 
three basic personnel requirements: 
Obtain capable people; train them 
adequately; provide an inspiring work 
environment. 


Your Bank and how it can be 
useful to you ... An attractive, 
caricatured pamphlet presented to old 
and new customers. 


289 Retirement Plans ... 
Analyzes the plans now in use in 
73 industries, including recent amend- 
ments to pre-war programs. 








WALLETS and 
| ENVELOPES 


Safeguard 
Registered Deposit Receipts for 
Burroughs Commercial Teller's 
Machines 





For Banks equipped with Burroughs 
Commercial Teller’s Machines, William 
Exline Inc. has available an extensive 
line of high quality wallets and en- 
velopes for keeping registered deposit 
receipts. Provide your customers 
with the best. We invite your inquiry 
for samples and further information. 


Manufacturers of 
e Savings Passbooks e Loan Passbooks 
e Commercial Passbooks e Deposit Slips 


e@ Pocket Check Cases @ Statement Sheets 

e Personalized Check Cases Bill Straps 

e Passbook Envelopes e Coin Wrappers 

e Machine Posting Passbooks e Pen Ruled Forms 
e Deposit Receipt Envelopes and Wallets 


Willian 
OX LINE Ine. 


1275 Ontario Street, Cleveland 15, Ohio 
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Now available for the first time—the new 
Todd Controlled Signature Protectograph 
with improved features that give you ¢riple 
control over check issuance...speed check 
handling...eliminate check-signing fatigue. 

With this new model, you get protec- 
tion not available with easy -to-duplicate 
pen and ink signing—and absolute, locked 
numerical control over signatures. New, 
raised platform insures fast check feeding 










Controlled Signature 
Protectograph 


Faster check signing! 


Triple protection—two locks 
plus control meter! 


Improved, easier operation! 
New streamlined beauty! 









and insertion —think of signing checks at 
the rate of 50 a minute! And these are only 
a few of the features of this beautifully 
designed new check signer! 

Find out more about the Controlled 
Signature Protectograph. Just mail the cou- 
pon below for full information. (If you al- 
ready have a Todd check signer, please note 
on the coupon — we'll tell you about our 
liberal Trade-in Plan.) Mail coupon mow. 
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THE TODD COMPANY, INC., Rochester 3, N. Y. 


Please give me full information about the new Todd Controlled 
Signature Protectograph, without cost or obligation. I have 0 
have not () a Todd check signer. 


Bank Name 
Address 
City State ae 


BCH-10-48 





Todd 


ROCHESTER & NEW YORK 
SALES OFFICES IN WY PRINCIPAL CITIES 


DISTRIBUTORS THROUGHOUT THE WORLD 


Burroughs Clearing House 
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COURT DECISIONS 











By CHARLES R. ROSENBERG, Jr. 
Member of the Bar of Pennsylvania and of the 


Three Promises in Note 


A California note read: “Any time 
after date I promise to pay to the 
order of my brother J. L. Fuller or his 
beneficiary Fifteen hundred dollars 
payable at any time my financial 
condition permits. Value received 
with interest at 6 per cent per annum — 
monthly.” 

This note was signed by Lloyd M. 
Fuller as maker. 

Below the maker’s signature was 
this notation: ‘“‘No. First due to run 
in accordance with our understanding.” 

This was followed by the signature 
of the payee as witness. 

On the back of the note was written 
the following paragraph signed by the 
maker: 

“In the event of my death this 
promissory note is to be paid out of 
my estate with precedence over any 
other claims.” 

Some years later the maker died 
and the payee sued the administratrix 
of the estate on the note. 

Applying the rules of interpretation 
to this curiously worded note, the 
California court said: 

“The execution of the note is con- 
ceded. The note is, of course, subject 
to the familiar rule of contract law 
that each and every provision must be 
scanned for the purpose of ascertain- 
ing the intent of the parties. It is 
equally clear that, inasmuch as there 
was no parol evidence as to intent, the 
determination of such intent is a ques- 
tion of law and not of fact. 

‘When these rules are applied to 
this note it is readily ascertainable that 
the decedent made three distinct 
promises to the promisee: First, he 
agreed to pay to him $1,500 any time 
after date when and if his financial 
position was such that he was able to 
do so. In the second place, regardless 
of ability to pay, decedent promised, 
unconditionally, to pay the interest 
monthly. 

‘In the third place, he promised, 
unconditionally, that the note would 
be paid from his estate, with priority 
over other claims, if it were not paid 
prior to his death. Thus, if the third 
and first promises be read together, as 
they must, the agreement amounted 
to this—a promise to pay when able 
during the promisor’s lifetime, but in 
any event a promise to pay upon death. 

“In order to recover upon the prom- 
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District of Columbia 


ise to pay when able the plaintiff had 
to prove that during his lifetime the 
maker was able to pay, but this the 
plaintiff failed to do. Therefore, so 
far as the promise to pay when able is 


concerned, the complaint failed to 
state a cause of action and the evi- 
dence failed to cure that defect.” 

As fourteen years had elapsed be- 
tween the execution of the note and 



























































When you think of Pittsburgh, 
‘Think of Peoples First 


In Pittsburgh, extensive modernization programs are under 
way. New roadways and express highways will speed 
trafic through and around town. Expanded parking facili- | 
ties, under public ownership, will provide adequate, con- 
venient parking. Coupled with its favorable location in 
relation to raw materials and markets, these improvements | 
are helping to bring in new business and industry. Peoples 
First National is in an excellent position to keep you advised 
on new opportunities, changes and developments in this 
rich area. Your inquiries are invited. 


PEOPLES FIRST NATIONAL 
BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 





MEMBER F.D.I.C. 
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the death of the maker, one of the 
defenses pleaded by the administratrix 
was the statute of limitations. Dis- 
missing this defense, the court con- 
tinued: 

“The administratrix failed to prove 
in support of the statute of limitations 
defense that the maker was able to 
pay during his lifetime. The statute 
of limitations could not begin to run 
upon such a promise until the maker 
was able to pay because no action can 
accrue on such a promise until the 
condition of such a promise —the 
maker’s ability to pay—has_ been 
proven to exist.” 

While thus disposing of the promise 
to pay when able as a dead issue, the 
court proceeded to a consideration of 
the promise to the effect that upon the 
death of the maker the note was to be 
paid out of the assets of the estate 
over other claims. 

“This constituted an absolute un- 
conditional promise to pay upon the 
death of the maker,” the court de- 
clared. ‘This promise did not mature 
until the death of the maker, and this 
action was commenced a few months 
later. It is quite clear, therefore, that 
this promise, which. did not mature 
until the death of the maker, was not 
barred by the statute of limitations. 

“The promise to pay interest 
monthly was not conditioned on ability 








to pay. That being so, the statute of 
limitations started to run on each 
installment of interest as it fell due and 
was unpaid. It follows, therefore, 
that any installment of interest more 
than four years overdue at the time 
the complaint was filed is barred by 
the California four-year statute of 
limitations.” (Fuller vs. White, 193 
Pacific Reporter, Second Series, 100.) 


Sd * ° 


Fraud in Procurement 


The holder in due course of a dis- 
honored check cannot always be legally 
certain of collecting from the drawer, 
as the Supreme Court of North Caro- 
lina recently pointed out. 

In the North Carolina case the payee 
of a check endorsed it and negotiated 
it to a third party in payment for mer- 
chandise. When the check was pre- 
sented to the drawee bank payment 
was refused because the drawer had 
filed a “Stop payment” order against 
it. 

When the holder sued the drawer he 
filed an answer alleging want of con- 
sideration, fraud in the procurement 
and other defenses. The plaintiff then 
moved to “strike the answer” as 
insufficient. 

The North Carolina court intimated 
that the allegations of the answer, if 


proved, might defeat collection of the 
check and said: 

“The defendant, in his answer de- 
nies the debt, pleads want of consid- 
eration, fraud in the procurement, and 
notice to plaintiffs of the defects in the 
check at the time it was acquired by 
them. These allegations are sufficient 
to repel the motion to strike the 
answer. Whether defendant may be 
able to offer competent evidence in 
support thereof is another matter. 

“Upon proof of fraud in the incep- 
tion of the contract, the burden shifts 
to the holder of a negotiable instru- 
ment to show that he is a holder in due 
course for value and without notice of 
the infirmity.” (Hancammon vs. Carr, 
47 Southeastern Reporter, Second 
Series, 614.) 


° ° Sl 


Account Set-off Held Valid 


Where a joint checking account is 
overdrawn, may the overdraft be 
charged to the savings account of one 
of the parties? The Supreme Court of 
Arizona recently ruled that it may. 

In the Arizona case a husband and 
wife had a joint checking account. 
On a Saturday morning the husband 
drew a check for $500 and used it to 
open a savings account in his individual 
name in the same bank. A savings 




















TRAYS FOR WRAPPED COIN 
FOLLOWING SIZES : 











No. S- 501 a at 5.00 PENNIES 
No. S- 205 ** 20.00 NICKELS 
No. S-5010 * $ 50.00 D 
No.S- 125 ‘“* $100.00 waiver 
No. S- 150 ‘** $100.00 S 
No. S- 101 ** — $ 10.00 PENNIES 
No. S- 405 ‘* $ 40.00 NICKELS 
a S-1010 * 100.00 DIMES 
No. S- 100 $100.00 SILVER DOLLARS 


NEW YORK, 45 West 45th Street, Room 804 


A New 
Advantage 


for 


We have a complete storage system 
for you in connection with Lonson 
Tray Service also special built lock- 
ers for vaults, omnibuses for tellers 
efficiency, special coin storage 
lockers for all purpose to fit the 
space allotted. 


ALL-PURPOSE TRAYS—Accommodate Both Loose and 
Wrapped Coins. 


501 HOLDS $5. Pennies loose or wrapped 50¢ pkgs. 
205 $20. Nickels loose or wrapped $2. 
$50. Dimes loose or wrapped $5. pk 
a0. Dimes loose or wrapped $3. p 


$100. 
100 Silver Dollars loose or wrapped $1 


Address : LONSON MANUFACTURING COMPANY, 300 East 4th Street, ST. PAUL, MINNESOTA 


(Successor to QUALITY PROBUCTS COMPANY) 


Write us for infor- 
mation as howto No. 


solve all your cein No. 5010 * 
No. 6010 a 
storage problems. No. 125 “ 
No. 150 = 
No. 100 be 
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Made in the following numbers : 


_ 


ers loose or wrapped pee. pkgs. 
lves loose or wrapped $10. Rigs. 
pkgs. 


CHICAGO, 705 South Wells 
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sid- . Utility Round Table y 
and ‘ Utility operating companies that} 
the 4|once could turn to their parent| - 
_ by SSS See —2=—.|holding company for construction 
amt ( 4|capital and other financial needs 
= \ g|have found the counsel offered at} § 
Aw \ : the Irving Trust Company Investor 
dies ( Round Table Conferences a boon to 
wr, { a better understanding of their 
sifts 0 .jnewly ‘acquired responsibility. To-|¢ 
oa ( $!day the bank will complete its 
ye ( ‘t/eighth such conference, the final 


bye ( OF IRVING TRUST’S \:| meeting of the current series that 


arr, ( began last October. Since that 
ond ( 


e ye time nearly 100 senior officers, in- 

) li ili $\cluding three board chairmen, 
( u C C ty 3)eighteen presidents, twenty-six/4 
vice presidents and fifteen ae 
urers, representing forty-five utili- 
( CONFERENCES "/ties operating in nineteen states, 














it is ) l/have attended the meetings. In|Mir 
be i “all-day meetings, participants in|} 
one discussions have included invest-| ie 
rt of jment bankers, top-ranking secu- 

. rity analysts, insurance company 

and lofficers representing the institu- 
unt. «/tional buyer’s viewpoint, executive 

and "lofficers of the New York Stock 

it to 9 Exchange, and several financial 
oo w York Times .{editors from New York daily news- 

ee ee . 

The “Now arecently +** y/Pepers sade 


® Under the direction of a vice president, who for many years 
was prominent in the management of utility companies, we () 
maintain a distinctive Public Utility Department. This Depart- 
ment can assist your bank to solicit effectively and serve ( 
expertly the highly specialized utility organizations in your ( 
territory. If these utilities have recently become independent \) 
operating companies, they offer you important new business ( 


opportunities. We welcome your inquiries concerning this ( 
special service. ( 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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MERCANTILE- 
COMMERCE 


U. S. POST OFFICE 





Here’s FAST Transit Service 
Seven Days a Week J 


With the post office just across the street, mail 
pick-ups every 30 minutes plus night, Saturday and 
Sunday transit operations, Mercantile - Commerce 
service is truly fast. Your items are quickly sped 
to their destinations by rail and air every day in 
the week. 


These are only a few of the reasons why many 
hundreds of banks... for so many years... have 
selected Mercantile-Commerce as their St. Louis 
correspondent. Your inquiry is invited. 








MERCANTIL 


Bank and 
ST. LOUIS 1 
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account passbook was accordingly 
issued to him showing $500 deposit. 

The bank was closed on Sunday and 
also on Monday, which was a legal 
holiday. When the bank opened on 
Tuesday morning the wife came in and 
withdrew from the joint checking 
account $689, the entire balance in 
the account as shown by the bank’s 
record. 

Actually, the record was erroneous 
because the $500 check used by the 
husband to open the savings account 
had not yet been charged against the 
joint checking. account. When the 
bank discovered the “double with- 
drawal” of $500 from the joint check- 
ing account it canceled the deposit of 
$500 by. the husband in the savings 
account and notified him of its action. 
Thereafter he sued the bank for $500, 
which he claimed as the balance in his 
savings account. 


ISCUSSING the bank’s right of 

set-off in the rather unusual cir- 
cumstances of the case, the Supreme 
Court of Arizona said: 

“The main contention of the plain- 
tiff is that where a check is drawn upon 
a bank and presented to that bank for 
deposit, there is an absolute credit for 
the amount of said check as though 
the same had been made in cash and 
that under the rules of the bank and 
under the contract with the depositor 
any check deposited at said bank good 
at the close of business of the day so 
deposited at said bank was an abso- 
lute credit to the depositor. We have 
no quarrel with this statement as an 
abstract proposition of law for it is 
fully supported by the authorities. 

“If, by reason of the double with- 
drawal of this $500 item from the 
joint account, the bank, under these 
peculiar circumstances, was entitled 
to a set-off against the plaintiff, the 
law seems to be well settled that over- 
drafts in a commercial account may 
be set off against a credit balance in 
the same individual’s savings account. 


“TN an action against a bank by a de- 

positor for the amount due him in 
a savings account the bank may set off 
against his claim any indebtedness due 
the bank from him, and this right is 
unaffected by the fact that the in- 
debtedness arose from the depositor’s 
transactions with the commercial bank- 
ing department of the bank. 

‘After the withdrawal of the money 
referred to the plaintiff’s wife brought 
a divorce action against him and in 
connection with the divorce action a 
property settlement was entered into 
between them whereby it was agreed 
that the wife should be entitled to the 
money belonging to them in _ her 
possession. 

“It must be kept in mind that the 
right of some disinterested third party 
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is not at stake. If it were, a different 
result might be obtained, but we are 
here confronted with the claim of the 
plaintiff, who, with his wife, had 
opened a joint bank account and there 
was thereafter attempted to be with- 
drawn some $500 more than was on 
deposit. 


“True the bank was derelict in its 
duty when it failed to charge plaintiff’s 
$500 withdrawal at the close of Satur- 
day’s business. Had it done so, the 
wife’s check presented Tuesday morn- 
ing would have been dishonored, but 
in the final analysis the owners of the 
joint account received all that they 
















for banks. 


127 Federal Street 


By definition, an attractive sign is one which 
attracts attention. Bankette specializes in the design 
of attractive, dignified, edge-illuminated glass signs 


When. you build or remodel banking quarters, re- 
member that since 1925 this company has been a 
leader in the field of modern signs... for both direc- 
tional and advertising purposes. 


Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE COMPANY 


INCORPORATED 


Boston 













Argentina _ Brazil 
Ecuador El Salvador 
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BANK OF LONDON & SOUTH AMERICA 
Limited 
New York Agency: 34 Wall Street 


71 Branches in 


HEAD OFFICE: London, England 
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had on deposit with the defendant 
O.” - O WE he cee as 3 eee 
Bank, 193 Pacific Reporter, Second 
Series, 918.) 
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Sufficiency of 
Federal Complaint 


A Federal court will not dismiss a 
complaint for lack of definiteness if it 
alleges sufficient facts to constitute an 
actionable claim, according to a recent 
ruling of the United States District 
Court for the Middle District of 
Pennsylvania. 

In the case before the court a tax 
collector had defaulted, and his bonds- 
man, a surely company, sued the 
Pennsylvania bank in which he had 
deposited his tax collections. 

The complaint against the bank 
alleged that the bank had accepted 
payment out of the tax collection 
account to apply on the collector’s 
personal debt to the bank. 

The court refused the bank’s mo- 
tion to dismiss the complaint for 
indefiniteness and said: 

“The complaint must be accepted 
as true and does state an actionable 
claim. It is drawn with sufficient 
definiteness or particularity to enable 
the defendant properly to prepare its 
answer. This court has repeatedly 
held that motions to dismiss a com- 
plaint are properly presented only 
where the complaint is so vague or 
ambiguous or contains such broad 
generalizations that the defendant 
cannot bring an answer thereto or 
understand the nature and extent of 
the charges so as to prepare for trial. 
Such is not the case here.” (American 
Surety Company vs. First National 
Bank, 7 Federal Rules Decisions, 545.) 
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NEW CONTROLS 


(CONTINUED FROM PAGE 21) 


trends upward and over-all credit 
volume continues to increase. 

It is clear that the machinery exists 
and that the authority will be used. 
The question that follows is: What 
are the expectable effects on the 
national economy, particularly price- 
wise? 

If these were normal times it would 
be simple to forecast the logical se- 
quence and the results on bank credit 
operations: upped reserves would be 
supplemented by sales of governments 
in the open market; money rates would 
rise sharply as a result of the declining 
bank reserves and the parallel hoisting 
of rediscount rates at the Feds; credit 
constriction would follow and it would 
then be only a matter of how fast the 
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You can expedite securities transactions in Phila- 
delphia by using the services The Pennsylvania 
Company offers Correspondent Banks. 

We have direct connections with most Phila- 
delphia securities firms. In many cases we act 
as the broker’s clearance agent. Delivering and 
picking up securities is a daily routine. In ad- 
dition, The Pennsylvania Company's Investment 


18 OFFICES 
PHILADELPHIA 





— i > 4 


Department is one of the finest in the field. 

We'll be glad to tell you more about these 
services if you'll drop us a line at our 15th and 
Chestnut Sts. office. Or stop in when you’re in town 
for an informal chat. We think you'll enjoy learning 
about the friendly, pleasant relationship which 
exists in The Pennsylvania Company’s Correspondent 
Bank “family.” 


THE 
PENNSYLVANIA | 
COMPANY 


for Banking and Trusts 
FOUNDED 1812 


MEMBER FEDERAL RESERVE SYSTEM © FEDERAL DEPOSIT INSURANCE CORPORATION 
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e do you know that 
WE MAKE 


Persoualized POCKET CHECKS 
For Both 


REGULAR AND PAY-AS-YOU-GO ACCOUNTS? 


... And we furnish many refinements you can’t get elsewhere. 
Check these features with what you now use: 


1. Low prices. 2. Direct shipment to depositor. 3. Routing 
symbol in A.B.A.-approved upper right-hand corner. 4. Serial 
numbering of checks. 5. “One-write” money-saving order and 
billing procedure. 6. Our “Free 25” sample offer for regular 


accounts—saves 23¢ per order. 


7. Our small-order runs of 


40 or 50 checks (2 books) for pay-as-you-go accounts make 
possible instantaneous, over-the-counter reorder service. 


You haven’t seen anything until you’ve investigated our 
handling of personalized pocket checks for regular as well as 


pay-as-you-go accounts. 


(‘heckMasler 


SYSTEMS, INC 





270 MADISON AVENUE, NEW YORK 16, N. Y. 











Now Available 








Prompt Deliveries 





STRAYER 


EASY SNAP FILE BOX 
“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 








ALL STEEL Sliding Drawer 
STORAGE FILES 


INTERLOCK IN STACK—VERTICAL AND 
PARALLEL AUTOMATICALLY 





MADE ANY SIZE TO YOUR SPECIFICATIONS. 
NO STACKING PARTS NEEDED 





We guarantee our Transfer Files to please you or no cost to you in the transaction 





..» MAIL ORDERS TO... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers of BANK SUPPLIES Since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES— 


COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 











brakes would.act and how much the 
rapid pace of economic activity, which 
had prompted the restrictive policy 
in the first place, would be slowed. 

But, it is crystal clear that these are 
not normal times and no such historical 
sequence is to be expected. In a sense, 
this topsy-turvy world is mirrored in 
the perverse situations and credit 
policies that now prevail. It is obvious 
that total bank borrowing at Fed is a 
pittance, that open market policy and 
practice are in reverse and that the 
Treasury enters heavily into the pic- 
ture through past, present and pro- 
spective debt policies and require- 
ments. 

There’s been much talk about Treas- 
ury policy and the sacred cow, the 
2% per cent long-term rate. It proba- 
bly gets more talk than it’s worth, 
but to this writer it’s also more than a 
little difficult to laugh it off as a more 
or less silly attachment to custom or 
prejudice, in view of the $253 billion 
public debt outstanding, the $5 billion 
tax-cut, the declining surplus, which 
could easily turn into red ink within 
the coming year, to say nothing of the 
fact that so large a segment of this 
same debt is bank-held. 


AST year’s pulling of the peg 

created bank bond-portfolio losses 
running into many millions; and a 
similar operation, now frequently rec- 
ommended, would not only involve 
further concessions to inflation but 
would also duplicate and perhaps mul- 
tiply the losses of the last time. 

It can readily be granted that the 
highly artificial money rates of the 
past have contributed to the current 
inflation dilemma. It is a situation in 
which traditional remedies find little 
use. A bank officer does not have to 
be a patriarch to recall the free markets 
of previous inflation periods, especially 
those of 1920 and 1929, when both 
market rates and Government rates 
were largely uncontrolled. He can re- 
call rediscount rates upped to 5, 6 and 
even 7 per cent and governments 
dropping to the 80’s and 90’s. This 
writer recalls well September 1929 
when 90-day Treasury certificates were 
selling on a 5% per cent basis. Then 
too, there was much talk about how to 
stop the boom. What happened? The 
brakes of high interest rates worked 
with a vengeance, but at what a cost! 
It was almost literally a case of killing 
the goose that laid the golden eggs. 
And the whole bag of unorthodox 
financial tricks associated with the 
New Deal period failed to restore more 
than a semblance of life; it required 
the massive financing of World War II 
to reflate the overly-deflated credit 
and business structure. 

In today’s setting, it is difficult to 
believe that bank capital structures, 
thinner in proportion to deposit lia- 
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... Ot look the Bie Seow if 


& Bo up Smaryypants {” 


Hyer xicvern still talks about it! 
Remember the Big Snow? That night— 
snow still coming down—I went down 
to the Main Post Office to send off a 
registered letter for the Mrs. Met Hype 
coming in—he’s Assistant Postmaster 
here. As we crossed the lobby I heard 
my name called. It was Smartypants! 

Miss Pantz, first name Philomena, 
was Smart Chemical’s office manager. 
Smartypants, get it? She’s big, beautiful, 
blonde, a Phi Beta, a Lieutenant in the 
Waves during the war — almost too 
much for one woman! And don’t think 
she didn’t know it! 

A week before, [had tried tosell hera 
postage meter for Smart Chemical... 
pointed out all the advantages of being 
able to print postage as you needed it, 
directly on the envelope, for any kind of 
mail or on a tape for parcel post ... with 
a dated postmark ...and have the 


are sealed at the same time. 
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mailing, the time and effort saved... the 
convenience of always having postage 
in the meter—safe from loss, damage, 
borrowing .. . The automatic postage 
accounting . . . how metered mail skips 
cancelling and postmarking in the P.O. 

She was pleasant, but tough with 
three g’s... Their present method of 
mailing was satisfactory ...and her girls 
could handle it—weren’t overworked. 
No efficient office had stamp shortages! 
... And thanks for calling... so much! 


Wet, ar 8:06 pm CST, with hair 
mussed, her hat over one ear, lipstick 
smeared, close to tears, Smartypants 
was in a bad way. 

It seems Smart Chemical let the help 
out early, on account of the snow... 
And about 5:15 pM, the sales manager 
phoned from New York, wanted the new 
January | price list sent out right away 
—because the big storm might delay 
delivery of the mail. 







So all by her lonesome Miss P. had 
to insert and mail 700 price lists—and 
ran out of stamps! There she was, stuck 
in the postoffice, with a lip split from 
licking envelope flaps, 150 still to go!... 
And an hour overdue on a dinner date 
with her fiance, a Commander fresh out 
from Japan but leaving that night!... 
If | would take over, she would never 
again be without a postage meter! 

Well, I licked her stamps—and me a 
salesman for postage meters!—while 
Hype stood by grinning. Next day, Miss 
P. calls me to come over and pick up 
the order. And before she left in June 
to marry the guy, she talked two other 
orders into my book! ... Great gal— 
when she was on your side! 


Have you graduated from lick-and- 
stick mailing yet? If not, you ought 
to know what a postage meter can 
do for your bank! Just call or write 
Pitney-Bowes for an illustrated booklet. 


PrTNEY-GOweES Fostage Meter 


PITNEY-BOWES, Inc., 3163 Pacific St., 


Stamford, Conn. . 


Originators Ao ) 


Metered Mail. Largest makers of mailing machines. Branches in 93 cities in the United States andCanada. “=~ 








30.9% of our 


A Massachusetts 7/ hrufti Check 


; Banker Reports customers 


use other services 
i of our bank 


TO NEE LEE 


ee 


Right now, in this single office of a bank with several branches, there 
are 1,234 TurirtiCHeckK no-minimum-balance accounts, with an 


aggregate deposit balance of $188,982.46. 


382 of these customers make use of other services. They include 
savings accounts, safe deposit box rental, safekeeping accounts— 
installment, time, demand and mortgage loans; as well as storage. 
Some commercial account customers have TurirtiCueck for per- 
sonal or family use. About one out of every three TurirtiCueck 
depositors uses other services of the bank. 

No question about it—Turirti1Cueck builds business for other 
departments of the bank. 

Practical, factual evidence in our Brochure tells why 


TurirtiCueck is @ profitable department in hundreds of 
banks from coast to coast. A copy will be sent you on request. 





31 NASSAU ST 
NEW YORK 5 





BANKERS DEVELOPMENT CORPORATION 


NEW YORK 

































AN INVESTMENT 


in Better Banking Service 
to the Customer 


PERPETUAL TYPE CALEN- 
DARS, on check desks before the 
customers eyes help to speed the 
day’s work, single face $6.75, double 
$7.75. 


PEN SETS—with chains — now 
$5.35 per set. The kind a majority 
of the banks are using. 


MOVING AD display—gets across 
a message like the moving sing 
around Times Building, New York 
City—It comes with 24 distinctly 


They OUT-PERFORM aZ/ COMPETIT 10N different messages on banking serv- 


ice for $50 complete. 





ADE for machine filling, they save 24% of 
time required for this operation. Pressed be- —these features are not for a day 
tween thumb and forefinger, they pop open me te med aan but cae the 
an 
instantly, yet pack flat—1,000 to a carton—for r ie ro ee, wn Seye 
sound investments. 
saving storage space. In universal use by Banks 
because of their superior features and perform- 


ance. In 6 colors again for 6 different coins. L U M M U S 


FREE SAMPLES * WRITE TODAY TO DEPT.8 Service Company 
The C. lL. DOWNEY Company CHARLOTTE, N. C 


the friendly city 
Woaridi Largest Mfrs. of Coin Wranners ” . 




















bilities than they were in these earlier 
periods, could, in all cases, stand the 
heavy deflationary wallop that the 
central bank authorities could deliver 
if they really wanted to follow the 
orthodox policy that is at times sug- 
gested for this period. And itis diffi- 
cult to see how excessively deflation- 
ary effects in other segments of the 
economy, such as in insurance port- 
folios and trust funds, could be miti- 
gated. Unless one believes whole- 
heartedly in the necessity of extremes, 
it is hardly fitting to insist on too much 
orthodoxy in credit curbing today: the 
field is different and this implies the 
same for the rules. 

If the orthodox treatment for the 
problem is out, then compromise is 
implied and that is precisely what is 
being attempted. Incidentally, the 
A. B. A. campaign of last spring repre- 
sented one of these compromise efforts. 
It was ably handled, extensively pro- 
mulgated from coast to coast; yet, 
there are few who would argue that it 
proved the answer or attained its 
objective of talking down inflationary 
trends in bank credit. Loans did 
decline during the first quarter, aided 
psychologically by the agricultural 
commodity “bust” of February; but 
they soon resumed the upward trend 
that will likely continue to the year- 
end and longer if unchecked by a sharp 
change in the economic or political 
weather. 


[NX this setting of compromise control, 

largely by the direct approach to 
consumer credit and the indirect on 
business credit via bank reserve pres- 
sure, the Fed appears to be both able 
and willing to maintain the peg on the 
long-term Treasury rate, while per- 
mitting the short- and medium-term 
rate to rise restrainedly. It isn’t con- 
sistent in the old-fashioned sense, nor 
is it likely to be strikingly deflationary. 
But it should be observed that the 
Board is apparently united on the new 
policy, at least pro tem, and that it was 
the new chairman, not the old, who 
recently called for these controls. 
Further, the policy represents what 
might be called concessions both from 
Board and Treasury and something of 
the spirit of moderation, attended it 
would appear by a quiet and firm 
determination of moderating the infla- 
tionary trend that bodes ill for the 
long-run prospects of banks, Treasury 
and business. 

The controls can, of course, be 
thwarted. Non-members are only in- 
directly affected, and both they and 
members can dump sizable amounts of 
bonds from their portfolios and make 
the lending still merrier and at progres- 
sively high rates. Thus, more inflation, 
rather than less could be the result if 
this attitude were taken. 

The cue would seem to be to take 
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Mr. Banker: 


THIS MESSAGE > 
will be seen by businessmen all over 
the country in Nation's Business, Busi- 
ness Week, Dun's Review and other 
important business publications. 


There is an added and equally im- 
portant message here for bankers who 
are responsible for granting business 
loans or who are otherwise interested 
in maintaining the financial security 
of customers. 


Should your client suffer an unfore- 
seen, and unprotected loss, his ability 
to fulfill his obligations to you might 
be jeopardized. As a banker, you are 
familiar with Bankers Blanket Bonds. 
The Hartford DDD Policy employs this 
same principle of comprehensive in- 
surance coverage and is being 
adopted by more and more business- 
men. It means broader coverage for 
them — and greater loan protection 
for you. 
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| “#9 of a series of informative articles 
; on insurance and bonding. 





This modern policy 
provides 5-way 
protection for your 
assets and profits 


To get a profit out of your business you must hold on to money, as 
well as take it in. That makes it vital to close every loophole against 
losses. 


More and more businessmen, realizing this fact, are insisting on in- 
surance that gives complete loss-proof protection, and modern in- 
surance policies are designed to satisfy that demand. An excellent 
example is the comparatively new COMPREHENSIVE DISHON- 
ESTY, DISAPPEARANCE AND DESTRUCTION POLICY. The 
protection given by this contract is so exceptionally broad that to 
equal it you would have to carry four old style policies. 


Under this new “DDD” Policy, you can safeguard yourself against 
losses due to: 


1. Dishonesty or fraud committed by your employees. 

2. Theft, burglary, robbery, damage or destruction of money or secu- 
rities within your business premises. 

3. Theft, robbery, damage or destruction of money or securities out- 
side your business premises. 

4. Theft, disappearance or destruction of securities held in a safe 
deposit box. 

5. Forgery or alteration of outgoing checks, drafts, notes, etc. 


Besides being remarkably broad, the “DDD” Policy is extremely 
flexible—it can be adjusted easily to fit the special requirements of 
any business organization. Definitely it offers you the best available 
protection against crime losses and other risks to which your money, 
securities and merchandise are exposed. 


Before some serious loss that could cut heavily into your profits or 
impair your assets occurs, you Owe it to yourself and your business 
to investigate “DDD” Policy advantages. An explanatory circular 
clearly outlining what this insurance covers and does not cover will 
be promptly sent you upon request. Or your Hartford agent or insur- 
ance broker will give you details, including a quotation on cost. 


HARTFORD | 


HARTFORD FIRE INSURANCE COMPANY 
HARTFORD ACCIDENT AND INDEMNITY COMPANY 
HARTFORD LIVE STOCK INSURANCE COMPANY 








Writing practically ail forms of insurance except personal life insurance — 
Hartford 15, Connecticut . 
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the long-view, to continue to get the 
most out of voluntary restriction, 
while playing ball with the relatively 
moderate Government restrictions; to 
hold on to the governments thus put- 
ting less pressure on the Fed which 
can and probably will support the 
Treasury and hold the line; and to trust 
the trend of events and Father Time 


(CONTINUED FROM PAGE 25) 


To relieve the staff from the burden 
of these lengthy rehearsals, a different 
plan was tried last year. In co-oper- 
ation with the Oakland Board of 
Education, greater interest was pro- 


to take care of the boom. 

The next major change in the eco- 
nomic climate can hardly fail to be 
either war (which God forbid!) and a 
whole new set of controls that will 
make the present ones seem puny, or 
that much-heralded “drop-off” into 
inflation’s ugly twin, deflation. In 
this latter case, those who think that 
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NEW BUSINESS PROGRAM 


moted in the music departments of the 
local high schools by offering their 
chorus groups public appearances in 
the bank lobby. Five big school choirs 
participated, ranging in number from 
65 to more than 100 voices. Each day 











RAPID COIN ASSORTER 


Speed— 


Coins 
Always 
Visible— 


Accuracy 


Simple in operation with no adjustments to make. The coins are put in the aluminum 
receptacle, the switch is turned on, the disc rotates and carries the coins up to the runway 
where quarters, nickels, pennies and dimes fall into four separate boxes on the left and 
half dollars fall into a box directly in front of the aluminum receptacle. 

This is the only portable, visible, automatic, motor-driven Coin Assorter on the 
market. It separates mixed coins at the rate of approximately 1,200 per minute. 

Black enamelled finish on the steel, polished aluminum receptacle. 

Regularly equipped with 1/30th horsepower motor, 110 volts. 


AC or DC current is used. 


ABBOTT COIN 
143rd Street and Wales Avenue 








COUNTER COMPANY 


(Motor 
Driven) 


Dimensions: 
22” Wide, 
9” Deep, 
10” High. 

Weight 30 Ibs. 


Please state whether 


New York 54, N. Y. 

















er ICR VALET 


Keeps Wraps “In Press” 
Dry and Aired in less space 


This 4 foot, 3-U Office Valet 
accommodates 12—provides 
euch a coat hanger and hat 
space with a shelf for overshoes 
and double umbrella racks. 


The Office Valet offers a com 
plete line of modern beautifully 
finished, space saving stce 
wardrobe equipment for homes. 
factories, offices, schools 
churches and public buildings — 
everything from small knock 
down party racks to complet 
locker rooms or checkrooms. 


Write for Bulletin A-15 
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It’s GOOD Bank Public 
£*) Relations! 


“Your Executive Plan Book 
Keeps My Time Straight— 
Gets Things Done on Sched- 
ule — Quicker — Easier. 
Thank You! It’s a Sm-o-o-th 
Work-Saver!"’ 

That's what your business friends and customers will 
think all year when you send them this Deluxe 
Executive Desk Plan Book for '49—chosen by busi- 
ness men over 16 others, as most convenient. 
Handily arranged, with man-size week-to-a-page 
sheets, dated by days; also pages for investment, bond, 
safe deposit, insurance, address and phone records; 
6% x 10” on rich ledger paper. Beautiful maroon 
leatherette cover, with your Bank’s compliments gold- 
stamped. Gold ‘“‘Cercla’’ metal binding. A truly 
distinctive gift that’s useful every day. 
Other desk and pocket Appointment Books in various 
sizes. Attractive Quantity Prices to Banks. Full details 
and sample Deluxe Executive Plan Book FREE on bank 
executive’s request. Write Today. 


THE ADVERTISERS PRESS 


1419 Walnut St. Des Moines 9, lowa 












the banks have been unjustly singled 
out for restriction are likely to discover 
the real whipping boy. It won’t 
matter then that expanded credit was 
the result of inordinate demand; it will 
be shown that too much credit was our 
undoing and those who granted it will 
be held up to the public gaze as the 
miscreants. 


the newspapers carried stories and 
pictures; radio station announcements 
plugged the programs. The student 
bodies were pleased to have this oppor- 
tunity. The daily programs were 
broadcast over a local radio station, 
loud speakers installed outside the 
bank building carried the music to 
thousands of other listeners in the 
streets and in the City Hall plaza. 
This event brought into the bank 
large numbers of enthusiastic high 
school students, their parents, fami- 
lies and friends, the teachers and mem- 
bers of the Parent-Teacher associ- 
ations. This year many other high 
schools in the East Bay Area have 
asked to participate and our problem 
will be to find enough days to go 
around. Some of the high school 
graduates have subsequently become 
employed and have brought accounts 
to us. Many new customers have said 
they first came into the bank through 
our annual Christmas music program. 


AS the Oakland metropolitan area is 


noted for its many outstanding gar- 
dens, the two annual flower shows 
exhibited in the banking room attract 
large attendances. This year the 
fourth annual Spring Rose Show was 
held in April under the sponsorship of 
the Rose Study Club of Oakland. 
Thousands of rose enthusiasts visited 
the exhibit, of more than 3,500 blooms 
of over 250 varieties, which was open 
to the public from 10 a.m. to 9 p.m. 
for two days. The growing importance 
of the bank show was evidenced by the 
fact that leading All-America roses 
were flown here by air express from 
Southern California nurseries. They 
also sent their All-America selections 
for 1949, which will be listed in next 
year’s catalogues and were exhibited 
here for the first time. 

Prizes were offered for the best 
blooms on display and a booklet dis- 
tributed to visitors listing names of 
the best roses grown in the Bay 
Region. After the close of the show 
to the public on the second evening, 
members of the Oakland Camera Club 
competed in a color photographic 
contest. 

The Fall Dahlia Show was presented 
last year for the first time by the East 
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Bay Dahlia Society, an organization 
of amateur growers. It was most 
successful and will be continued annu- 
ally hereafter. Like the Spring Rose 
Show, this fall exhibit brings into the 
bank large numbers of flower lovers, 
home owners and especially people of 
substantial means. 

Last year, in co-operation with the 
Oakland Chamber of Commerce and 
the Alameda County New Industries 
Committee, a large exhibit of photo- 
graphic models was displayed in the 
bank lobby for three weeks to show 
the great variety of industrial products 
either manufactured or distributed in 
the East Bay Region. Presently, we 
are running a series of newspaper 
advertisements paying tribute to im- 
portant local industries. As each in- 
dustry is featured, an exhibit of its 
equipment or product is shown in the 
bank lobby. 


T°? celebrate the bank’s 56th, anni- 

versary some months ago, a lobby 
exhibit called Headlines of History 
aroused considerable interest and com- 
ment from visitors. With the co- 
operation of a local newspaper, photo- 
graphs were taken of the front pages 
of this paper showing the outstanding 
news events of each year throughout 
the period of the bank’s existence. 

As another public service, the bank 
is exhibiting reproductions of 26 his- 
torical documents carried on the Free- 
dom Train. These are being shown at 
our head office and in three local 
branches. Afterwards, the display 
will be rotated through the public and 
parochial schools. 

A much appreciated customer serv- 
ice is downtown parking, in a large lot 
less than a block away from the bank. 
This block-square area is one of 
several properties operated by the 
Downtown Merchants Parking Associ- 
ation, of which the bank is a member, 
to solve the parking problem and bring 
people to Downtown Oakland. The 
president of that association is Donald 
W. Henderson, executive vice-presi- 
dent of Central Bank. Through these 
handy parking facilities, bank cus- 
tomers may have an hour’s free park- 
ing. 

For the benefit of prospective home 
owners, our real estate department 
maintains a home planning service. 

Every officer of the bank and many 
of the employees take an active part in 
community activities, ranging from 
the Red Cross and the Community 
Chest to fraternal, veteran and civic 
organizations. 

Behind all these bank promotion 
activities to create friendly customer 
relations and build community good 
will is the work of our public relations 
department under its director, Jerrold 
Owen, who co-ordinates these varied 
efforts and those of our advertising 
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agency into an integrated smooth- 
running program. 

In addition to our main office in 
Downtown Oakland, our bank operates 
nine branches, three in Oakland and 
six in Central California communities. 
Our business today is not only local 
but from all parts of the country. Our 
institution has many correspondent 
banks. Many of our large deposits 
come from important eastern corpo- 
rations operating in the East Bay Area. 


Does this program of friendliness 
and personal service bring results? 
The united efforts of our officers and 
members of the staff toward the build- 
ing of “Oakland’s Big HOME Bank’ 
have resulted in a gain of over $6,600,- 
000 in deposits from June 30, 1947, to 
June 30, 1948. Loans during that 
period increased $3,800,000, evidencing 
our active assistance to the people of 
the communities served by our insti- 
tution. 








‘‘Lend me your ears’’ says science 








It’s no accident that you hear 
so clearly when you pick up 
your telephone. Bell Labora- 
tories engineers are constantly 
at work to make listening easy 
for you. 


When these engineers design 
a method to bring speech still 
more clearly to your ears, the 
new circuit is given many scien- 
tific tests. Then it gets a final 
check from a “Sounding Board” 
like the one pictured above. 


This check shows just how 
the system will work in actual 


BELL TELEPHONE SYSTEM 


bring you the best p ible teleph 





use. The men and women repre- 
sent you and many millions of 
other telephone listeners. Their 
trained ears check syllables, 
words and sentences as they 
come over the telephones. While 
they listen, they write down their 
ratings. 


The Board members give ap- 
proval only when they are sure 
that the voice they hear is nat- 
ural in tone, clear in quality and 
easily understood. Not until they 
are certain the circuit will suit 
your ear is it put into use. 





BELL TELEPHONE LABORATORIES A great research organization, working to 
service at the lowest possible cost 
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(CONTINUED FROM PAGE 27) 


nished with both supplies and a pam- 
phlet explaining the procedure. When 
new accounts come to us through the 
principal and agent arrangement, the 
first checkbook and the above-men- 
tioned pamphlet are mailed to the 
employee in a bank-by-mail envelope. 


HE principal and agent plan has been 
in operation since June 1947. To 
date, it has been in use only through 
the credit. union mentioned. The 


forms themselves are designed for the 
use of any bank, and for any firm or 
organization, but it was felt advisable 
to “guinea pig’ the plan thoroughly 
before offering it to others. Up to now 
it has had no publicity or advertising 
of any kind save that of word of mouth 
from employee to employee. It has 
reached its present stage entirely on 
its own merits, 4:.1 so far no “kinks” 
have developed. The plan’s success 
has been most gratifying. 

1. It has provided a new conven- 








account? 


Sse Mhia Extra Resewe Account 
if 


Through the ages insurance and banking have 
worked side by side. Insurance has gained an in-, 
timate knowledge of the protection needs of banking. 
Bankers draw on this knowledge. Are you using this 
You incur no obligation by referring 
your property insurance problems to 








THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1947 
Assets - - - i oe 
Liabilities - - . ° . 
Surplus to policyholders «al 
Losses paid to December 31, 1947 


. $106,262,644 
. 51,292,949 
- 54,969,698 
° 422,207,611 
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Insurance Agencies 


and all other advertisers 


use for six months. 








THIS IS ONE that is 


ALMOST too good to be true : 


A letter was sent to 400 subscribers of the Union, S. C. daily 
paper, asking them which ad in their paper was the best read. 
In 12 days 278 cards were returned. Here are the results: 


Arthur State Bank, user of our service....................... 110 — or 40% 
Other Banks, Building and Loan Associations, and 


Grocery Stores, Department Stores, Drug Stores 
AA PE CAE 160 — or 57% 


The paper has 75 to 100 advertisers, and our ads have been in 


If you want a service for your bank that will multiply the reader 
interest in your ads twenty to forty times, do as more than 100 
others have done and begin the use of our service now. 


GRAHAM ADVERTISING AGENCY, Box 30, Columbia, S. C. 
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ON-THE-JOB SERVICE 


ience for customers unable to get to 
the bank during business hours. 
2. It has been an active new- 


‘account getter; a successful venture 


in checking account promotion. 

3. It has been an economical plan. 
The expense of the simple forms pro- 
vided has been more than offset by 
the savings in servicing the employee 
accounts, in comparison -with the 
handling of a similar number of ordi- 
nary deposits. One credit union 
check, for example, covering perhaps 
dozens of deposits, is less expensive to 
process than would be the many 
received with the same number of 
deposits under normal procedure. 

There are a number of economies or 
savings. 

If the checks now sent in under the 
credit union’s own deposit were to 
accompany each individual employee- 
deposit, the bank would have to 
scrutinize each check, flag such ac- 
counts as would not receive immediate 
credit for uncollected funds, and make 
the proper notations on the deposit 
tickets of accounts subject to service 
charge. Under the plan, the flagging 
is eliminated and only one notation is 
necessary on the ticket of the credit 
union’s deposit. 

Under the plan, the bank makes 
only one acknowledgment, to the 
credit union, for the total of the day’s 
employee-deposits received. If the 
deposits came in separately, the bank 
would have to make separate acknowl- 
edgments. This represents a saving 
in time, postage and stationery. 

There is a saving in the time re- 
quired to prove deposits. In the case 
of separate, multiple-item deposits, 
it would be necessary to prove each 
deposit separately. Under the plan, 
the bank runs an adding machine tape 
of the deposit tickets and compares 
this total with the amount of the credit 
union check accompanying the deposits. 

Another saving to the bank is in the 
time of officers in opening new ac- 
counts. Since the forms come to the 
bank already filled in, having been 
prepared by the credit union, the new 
accounts officer has only to look them 
over, make certain that the signature 
cards have been properly signed and 
the signatures guaranteed, and mail 
the new customers their checkbooks. 

Moreover, since both new accounts 
and regular deposits under this plan 
may be handled during slack moments 
or before or after hours, valuable 
officer and teller time is conserved, and 
is available for lobby customers during 
business hours. 

4. The plan has added to the 
prestige of the Denver National Bank, 
contributing much to its public rela- 
tions program. 
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than might have been expected from our old 
ized quarters and have but the highest praise 
manship and the cooperative, helpful spirit 


building. We are delighted with our modern- 
for your skillful planning, competent crafts- 


of your management.’’ 
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BANK SYMEC 


Commercial Receipt 

Special Checking Account Receipt 
Special Promotional Receipt 
Christmas Greeting Receipt 
Easter Greeting Receipt 
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Flexibility of Receipts Extends the Usefulness 
of the Burroughs Commercial Teller’s Machine 


Businesslike receipts. Impressive receipts. 
Neat, attractive receipts that can be varied 
to serve any type of commercial account or 
carry any brief message of goodwill or 


special service to the customer... 


That is one of the distinct advantages pro- 
vided by the Burroughs Commercial Teller’s 
Machine. And it is one reason why bankers A 
y y In banks from coast to coast... banks with 
acclaim this modern tool as an important 
P f ; one teller or a hundred tellers . . . the 
advance in customer service. ; os 
Burroughs Commercial Teller’s Machine is 
Other advantages are compactness, ease of building goodwill on both sides of the 


operation, dual use as an adding machine. _ teller’s cage. 


WHEREVER THERE'S BUSINESS THERE’S 


Burroughs &) 





